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NATIONAL VOICE 


HE TRADE WSUN 


One look—and a man says “There’s STYLE!” 
One try shows it is cool, feather light on the feet. 


It's BOOSTER—with cork platform to insulate 
against pavement heat. Shock-proof Insole 
saves fatigue. Crepe outsole. 


It’s just one of your wonderful new KEDS 
for Summer. 


“ft o Ke ds 


Make this Floating Display 
for He-Man Handsome BOOSTER MADE ONLY BY 


Keds National Advertising is now Showing your 
Customers a Whole Line of Summer Sales Makers 
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... such as Tandrite enjoys must 
nevertheless be translated day by 
day into the reality of Quality. 
The acknowledged success of Tandrite 
in this accomplishment accounts for 
its notable preference with creators 
and craftsmen of fine footwear. 











“ADELPHIA” 


on the Plaza last 
by 
Pearl-Preview Shoe Co. 
Phila. 31, Pa. 












Martinique 


Custom MAE 


coo 


A graceful anklet with closed toe, 
5/8" platform sole, 25/8 heel. 
Tandrite Calf No. 594 blue. 











E. HUBSCHMAN & SONS, INC., PHILA., PA. 
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aveat 
vendor 


The old days of ‘‘caveat emptor” .. . let ends at a Vitality dealer. 
the buyer beware . . . have disappeared. 


Because she has known Vitality qual- 
And in their place are days of ‘‘caveat 





vendor” ... let the se//er beware. 

Today’s seller must beware of many 
things. He must make sure he offers 
good service . . . quality, in every sense 

. value for money received. 

Because today’s woman is more than 
ever a “shopper.” She’ll “‘shop” for a 
store that gives her the time, attention 
and courtesy she feels she deserves. 

Most important of all, she'll “‘shop”’ 
for more value for her shoe dollar. And 
that is a shopping tour that inevitably 


ity for years . . . the reputation of 
Vitality’s makers for combining the 


-best of style, material, workmanship 


and fit into one superb line of shoes. 
And she knows that Vitality’s price 
is the point where she gets the most 
return for her investment. 


You can see why the Vitality line is 
known as “the line where quality and 
volume meet.” And you can see why 
the Vitality dealer, situated at the cross- 
roads of quality and volume, enjoys 
both a busy and profitable business. 











more-for-your-money shoes 


Complete range of sizes and styles 
| Vitality Open Road Shoes 
for Outdoor and Campus Wear Vitality Shoes for Children 
Made ty whmerica’s Largest Shoemakers 
| 


¢ VITALITY SHOE COMPANY, Division of International Shoe Company, ST. LOUIS, 3, MO. 
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BOWLEZE 


FINEST BOWLING SHOES 
FOR MEN AND WOMEN 


Bowleze are the finest a line of bowling Leather tips . 

shoes, for men and women. They're priced Wedge white rubber heels 

right to retail at $7.95 to give you a full Laced toe adjustment 

profit. All styles available in narrow and wide 
widths 


Here are some of the Bowleze features 


é Full lined construction 
that help you increase sales and profits. 


For men and women. 


HOLLAND -Aaccwe SHOES 


INCORPORATED 
Right and left handed models HOLLAND, MICHIGAN 


BOWLEZE 


Full Goodyear welt construction 


Arch brace cookie 









6 *~ — ides 
Wore, 4603 eetihags STYLE 
cx a 4602 
WOMEN'S 
TWO TONED ELk 













Write for complete information. a 


WOMENS — Narrow... 4—9 Wide... 3—9 ema. 
MENS — Narrow .. 6—12 Wide... 5—13 
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TAN-ART CO., INC. 











Miller adjustable pack flat tree 


Plant this TREE in the 


minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees... today! 


0. A. Miller Treeing Machine Company 


PLYMQUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 











Whit cam you de 


with an 
arch shoe? 





@ Plenty! says Walk-Over, and goes on to 

prove to ever-increasing numbers of grateful 
customers that “arch” shoes need not look like 
“arch” shoes. 

Our new fall line of Main Spring* Arch Shoes 
gives the famous Walk-Over comfort and scientific 
support as always. Yet these styles hold their 

own, fashion-wise, with the most frivolous, 
gay-young-thing designs the seasen can offer. 


Walk-Over prices from $12.95. 


F. 
eres. U- S- PAT. OF 
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SPECIAL ANNOUNCEMENT BY. 


ee 
; 


A DIVISION OF THE W.t. DOUGLAS SHOE COMPANY, BROCKTON, MASSACHUSETTS . 4 
' NEW YORK OFFICE, Rm. 508, Morbridge Building, New York 1, N.Y. * WEST COAST OFFICE, Haas Building, Room 401, Los Angeles 14, Colifornia 
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Step Up Sales 

with this smart 

tongued Ghillie Oxford 

in rich brown. Sizes 814 to 3. 
Widths A to D. 


Tassel Tie Gator Step-in with 
overlay tongue in just the right 
shade of tan to suit critical 
young customers. Sizes 1214 

to 3. Widths A to D. 





“Rough Riders win shoe 
sales with smart, grown-up styles that 
appeal to all kids. And Rough Riders’ a 
resistance to hard wear makes them popular 
with budget-conscious parents. Leather insoles : 
and sturdy leather outsoles . . . clever — 
styling . . - complete line of Goodyear welts Be 3s 
and Compos in widths A toD .. . for infants, 
children and misses. Backed by national 
advertising and merchandising helps. For full 
information, write today for free catalog to Rough 
Sea es te Rider Divis:on, Cannon Shoe Company, Lafayette 
Nationally naar Ave. & Dickson St., Baltimore 17, Maryland. 
Advertised 


Zrasise ano 
Smart and Sturdy Shoes for Boys and Girls fijeian 


PARENTS 
MAGAIINE ~ 


“# ROUGH RIDERS = 


CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 





They just can’t take it! 


Genuine reptiles are usually bark- 


tanned and are quickly and perma- 
nently diseelored by steam. 


\ 


De net attempt te steam-soften 
thermoplastic box tees in rep- 

tile uppers. Get your Beckwith 

agent’s recommendation in 

advance of cutting uppers. 

Depending upon which prac- 

tiee your conditions best faver, 
\he ean elther supply you with 

dry heaters or arrange fer your 
temporary use of canned pre- 
pared selvent box toes which 
require ne selvent wete 


ting at pulling-ever. 











Bring that extra Holiday and 


Vacation volume to your Shoe 











Department — and when you 


need it most — in Warm 


Weather. 


eee THE ALOHA 
re Se Rich summer multi-col- 
ors in cool, comfortable 


summer fabrics. 


YX 


i he _/ tal 
. se. an ut “a 


\ ~—< —/> 


ee a <=> ; 
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; THE NAHANT 
Veen, Brilliantly colorful multi-color stripe 


a . upper of airy woven fibre with mer- 
Rae ace x cerized cotton back for smooih foot 


comfort. 


- Cambridge ioltiinnceliles 


FURST iu Poot Fashion 


CAMBRIDGE 3 9,-MASSACH US ETT S 
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SO 17 HAPPENS 









“CONTINUOUS 
“FULL COLOR . 


12 powerful ads in the POST and 
HOLIDAY during last six 
months of 1948! 

















First event of its kind in 
FOOTWEAR HISTORY ! 





June 23 
Vy 





ACME BOOTS BECOME 


hdwdlted 


When the Saturday Evening Post hits the nation’s 
newsstands Wednesday, June 23, it will touch off 
the first full-scale, full-color, coast-to-coast ad- 
vertising campaign ever seen in the cowboy 
boot field. 

Regularly from that day on—not only to the 
4 vast, multi-million-family audience of the Post but 
also to the hundreds of thousands of adventure- 


loving, style-conscious, heavy-spending families 


who read Holiday magazine—these striking ads 
in glorious full color will tell the story of ACME 
COWBOY BOOTS. 


Get set for ACTION! 


Every corner of America will feel the repeated im- 
pact of this powerful and continuous advertising. 
ACME’s unquestioned leadership in the cowboy 
boot field will be greater than ever before. To 
you, as an ACME dealer, the profit opportunities 
are UNLIMITED! e Organize your promotion 
material NOW— window displays, streamers, 
counter cards and local newspaper ads. Then, 
when that day comes, you can step right off in 
the profit parade with ACME COWBOY BOOTS! 


Continuous full-color advertising in POST and HOLIDAY! 


Four million families read the POST. More than 
800,000 adventure-minded, style-conscious 
families read HOLIDAY. Big, full-color ads 
appearing regularly in both these magazines 
will spread the fame of ACME COWBOY BOOTS 
to this vast combined audience across America! 








ACME BOOT MANUFACTURING COMPANY + CLARKSVILLE, TENNESSEE 
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| Deal yourself in on WAYNE’S unbeatable line of fast- 
ee moving, easy-to-sell ROUND-THE-CLOCKERS designed 
: to please women who want style PLUS value. 


~ £7 


ae y | wie (ie - 
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: 


ie. 


| 


1672—All over white elk 
1731|—Black suede and 
gold kid 
1733—White elk and 
gold kid " 
$3.10 ®. 9022—All over white elk 
a 9023—AIlll over black elk 
9021—Alll over black suede 
Also available with anklet 
quarter 


9032—AIll over white elk 
9033—AIlll over black elk 
903!—All over black suede 


ee ok 


ALL SHOES PICTURED 
ARE OF BETTER 
LINCOLN LEATHERS 


* 1612—All over white elk : 1512—All over white elk : 
1719—All over ‘gold elk ee _1861—All over black suede 


es $3.10 
ne arte IMMEDIATE DELIVERY 3 


Yn ee On ee a ee Sa 


40 48, 
ee 


~~ @ 
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WAY Ni SHOE COMPANY 
132 Lincoln St., Boston, Mass. 


12 Boot and Shoe Recerder 

















J 
une a 1948 


po pet 
ge —— 
cel y oor gre 
git fort ype" vo" ney 
wee as cee 
s yes” aad 


» Sore? 
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RUBBER COMP 
R COMPANY 


VUL-CO 
RK 
. vast 
SOLE DIV 
Le) 
N 
' ~ 











When you choose a branded line... choose a better value! 








-%. TO GIVE a double- 
Re ae eT ee Se TT decker value. 





THE EXCITING FEATURE about the Ward Hill 
line is that it is the best shoe value in the 
country! The Ward Hill line is priced at what 
it is worth—not at what it could bring. 

But we’re not asking you to take our word 
for it. We want you to see for yourself why 
Ward Hill Shoes are a better value. We'd like 
you to finger the value of the leather on any 
one of our uppers. We'd like you to feel the 
value in the balanced, measured weight of our 
innersoles. 

Yes! And you can bank on the Ward Hill 
line’s moving . .. but fast! It is being promoted 
with a terrific 3-way sales plan: Powerful na- 
tional advertising in Pic, Collier’s and Esquire. 
(As much or more than many other leading ad- 
vertisers.) Plus a consumer education program! 
Plus a heap of good sound merchandising 
helps for you at point of sale. 

And that’s not all. Ward Hill has a well- 
balanced In-Stock Department ready to serve 
you, too. Not just a few specialties. (Our dealers 
tell us it’s hot!) 

Actually Ward Hill must be hot! For al- 
though we’ve promoted Ward Hill for just a few 
months now, we can boast of hundreds of smart, 
satisfied dealers. Why don’t you take a look at 
this new, better value, branded line before you 
make any decision. 

Write for our In-Stock Catalogue to Knipe 
Bros., Inc., Ward Hill, Mass., for over 60 years 


famous for fine shoes for men. 


B. TO SEL outstand- 
ing quality. 


Whitan 
{fon « 
‘Nipe 


\ 







€. to GIVE a better 
shoe for the money 
...a shoe priced 
at what it is worth 
—not at what it 


could bring. 


MR aia liane 





>... 
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No. 6385 


New : : on the 
so Frat Last. 


In Stock. 


a rt Getter Value... Av A MODERATE PRICE 


KNIPE BROS., INC. ° ° ° WARD HILL, MASSACHUSETTS 
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How 


MARVINOL 


steps up sales 
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For fast sales today . . . repeat sales tomorrow 





. . . specify products made from Marvinol, the 
new, improved vinyl resin. 


MORE STABLE! Products made from Marvinol are 


more stable, offer greater resistance to heat and light. They’re 
tougher, longer lasting, flexible . . . will outwear leather many 
times. No warping, cracking, shrinkage, or scuffing. They’re 
waterproof, greaseproof, unaffected by 
perspiration. Products made with Marvinol 
can be obtained in a variety of brilliant hues, 
pastels, opaques . . . eve-catchers that are color-fast, 
odorless, smoother to the touch. 


EASY-TO-WORK! Moreover, Marvinol-based plastics 


are easy to work with, readily adaptable to fast 
production. They can be machined, cut, stitched, 
=e punched, cemented and polished. Marvinol resins are 
backed by years of intensive research, are 
produced in the world’s most modern chemical 

plant. Production quantities are now available 
‘ to plastic processors. The Glenn L. Martin 

=. Company, maker of Marvinol, does not compound 
or fabricate in the plastic field, so ask your 

supplier for information and samples. 

Chemicals Division, The Glenn L. Martin 
Company, Baltimore 3, Md. 
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They’re NEW. They’re SMART. They’re CLOSED 
TOE-CLOSED BACK. And most important, they 
have the look of sellers! As these high style shoes’ 
testify, there’s always a “new look” in United Last 
thinking and creating that can be put to good 
advantage by fashion-minded manufacturers. 


Ask your United Last representative. 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 



























somes 
HAND SEWN 
Moc-SAns 


Yours for a Happy Christmas 
° je x L. 
oY . 
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From national ads to point-of-sale 
Jarman’s complete promotional plan is 
loaded with extra sales power 


Pp 


Fr Maine to California, Jarman’s power-packed advertising 
and phemotional program is ringing up more sales every day 
for Jarman dealers. Through full page, full color ads that 
feature the newest and smartest styles in men’s shoes, Jarman 
month after month, reaches the millions of readers of the 
The Post, Life and Esquire. And as Jarman’s dynamic adver- 
tising sweeps across the country to build an ever-increasing 
clientele for Jarman dealers, Jarman has provided dramatic, 
professionally designed displays and other sure fire point-of- 
sale materials to help the dealer to take full advantage of 
the sales power generated by Jarman advertising ... to boost 
the sales of the individual dealer ...to help Jarman dealers 


everywhere gain bigger volume, greater profits. 


JARMAN SHOE CO «+ ODIV. GENERAL SHOE CORP = + NASHVILLE, TENN. 






SHOES FOR MEN 
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is the leather that sells your shoes 


to women secking both style and comfort 


Here is a modish shoe — and smooth, satiny Domino 
Calf is an important feature in its appeal. 


For this 
chrome-tanned calf skin has a beautiful, lustrous, 
durable finish — a finish that looks smart and 


stays smart. 


But there’s much more than style to this shoe — 
there’s comfort. You see, rich, flawless Domino 


is su upple, too, and adjusts itself satisfyingly to 
the foot without losing shape. 


Give your customers what they want, and 
watch your business grow. Feature Gallun 
leathers — Domino Calf and the famous Gallun 
vegetable tannages. Specify Gailun numbers in your 
orders to leading manufacturers. A. F. Gallun & 
Sons Corporation, Tanners, Milwaukee, Wisconsin 
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Wesfport 


Everything you need in 
the sport welt and play 
shoe field. It’s big — It’s 
made by Brown Shoe 





Better get a ‘load’ of this new ~ 
line that’s going places fast. Write 
Westport Division, Brown Shoe 
Company, St. Louis. 














WHEN YOU’VE GOT 
A SHOE LIKE 








YOU 
JUST 
NATURALLY 
USE 


‘@ Colonial Patent Leather gives children’s shoes 
that “Sunday Best” gleam and smartness that 
____ both Mother and youngsters go for. A. S. Kreider 
_ Shoe Company’s Pollyanna is typical of the 
many | opt i | ‘styles that retain their good shape 
a abi lity ideght ose OF hth leather. 
ni a Patent’s uniformity of thickness saves 
cutt ng waste, too, enabling you to build 












soy 


PATENT LEATHER 


Sls Rf 
“JOCOPKOCTHL, TANNING CO., INC. 


BOSTON, 11, MASSACHUSETTS 











BONUS for the BOSS 


From Employees and Customers 


Unique, years-ahead features of beau- 
tifully styled Gemco “Packaged” 
Air Conditioners keep air so Cool, 
Clean, and Comfortable that Employ- 
ees and Customers return the 
modest cost in more and better 
work... and patronage! 
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GENERAL ENGINEERING & 
MANUFACTURING CO. 
4417 Oleatha Ave. St. Louis 16, Mo. 


Precision Manufacturers for 31 Years 


June |, 1948 


LESS WEIGHT—Easy instal- 
lation. Strong aluminum alloy 
2-stage compressor helps save 
450 pounds. 


.LESS WATER—Saves up to 


50%. Gemco can be installed 
where water is warm, scarce, or 
expensive. 


LESS NOISE—No knocking 
or pounding. Gemco compresses 
refrigerant not once, but twice, 
in two easy stages. 


LESS UPKEEP— Motor cooled 
with refrigerant (a Gemco ex- 
clusive) lasts longer. 


MORE PROFIT—No hot 
weather slumps. Gemco gives 
work-and-sales-stimulating 
climate when it’s sweltering 
out-of-doors. 


NO VIBRATION !—Try this 
5¢ Test: Balance a nickel on 
edge of a Gemco compressor. 
Start and stop the motor. The 
coin stands ...no vibration to 
run up service costs and wear out 
machinery. Visit your Gemco 
dealer. Make the 5¢ Vibration 
Test yourself. Then get a free 
estimate on Gemco Air Condi- 
tioning for your plant, shop or 
offices. Don’t wait! This is the 
installing season! 








Gemco’s Perfect 
Summer Climate 


BUILDS STORE 





TRAFFIC... SELLS 
MORE SHOES 


Comfortable employees 
are better salesmen. 
Comfortable customers 
_ are easier to please. 
They buy more. 





In fact, you will find that 
Gemco Air Conditioning ac- 
tually pays for itself in extra 
profits...in amazingly 
short time! 
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To. Gemco, 4417-G Oleatha Ave, 

St. Louis 16, Mo. 

Please send, free 
0 Gemco Air Conditioner folder 
© Miracula Heat Pump folder 
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IN SHOES 
FOR ALL THE 
FAMILY IT'S 


With Sundials, you promote a complete line 
of shoes for all the family ... for men, 
women and children . . . under the one brand 
mame . .. SUNDIAL. Everywhere, dealers 
enthuse over the money-making effectiveness 
of “one-name” merchandising and the money- 


saving simplicity of “one-name”’ stock control. 


Sundial International Shoe Company 
EASTERN DIVISION Manchester New Hampshire 
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Pear AND MANUFACTURERS OF QUALITY SHOES are foltowing the 
trend of consumer demand for the resilience, good-looks and durability 


that elastic goring imparts to all types of shoes. 


Don’t select just any goring — make sure of the uniform tension and 
uniform stretch in the elastic thread and yarn. Rely on the best—Fulflex 
Elastic Thread and Yarn, 


@ Carr- Fulflex:. 


BRISTOL, RHODE ISLAND 


THE QUALITY ELASTIC 














All rubber. Extra thick, soft springy soles 
made from cellular sponge rubber, sealed all around 


so water and dirt just can’t get in. Special STA-KLEEN insole that gives 


dirt the “brush-off.” Adjustable snap-fastener ankle strap. Specia! 
welt-effect non-slip rubber sole. 


Men’s White or Tan $1.80; Women’s White $1.55. Prices subject to 
change without notice. Mishawaka Rubber & Woolen 


Mfg. Co.. Mishawaka. Indiana. 
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Wane Day 


Pod 


You'll find her quite a handful ... plump 
with her $11,637,000,000 disposable 
income... fat with the almost twelve 
billions she will spend this year feathering 
the nest for the 11,400,000 members 
of her collective family. 
And, you don’t have to beat around the 
publishing bush to find her. 
She’s a composite of the more than 3,000,000 
housewives and mothers you'll 
find all wrapped up for special delivery 
within the covers of Woman’s Day... 
the more than 3,000,000 purchasing 
agents who, in 1948, will spend 


$ 229,000,000 for Shoes and Other Footwear 
$1,258,000,000 for Clothing and Accessories 
$ 114,000,000 for Jewelry and Watches 

$ 188,000,000 for Personal Care 
$1,459,000,000 for Household Operations 





Woman's Day hands her to you at the lowest _ 
page rate per thousand of any 
women’s service magazine. Here, with the 
greatest single copy sale of any 
magazine in existence, you find the greatest 
percentage of housewives and mothers 
of any women’s service magazine. 
Here, in cities of 10,000 and over, you'll 
find 71% of Woman's Day readers. 


Advertisers who count costs 
court women who count pennies 


because buying is a woman’s business: 


a Woma n’s D ay is never done } / 








the selling 
features that 
[Tiiidealer wants 








Offer 


@ A name known and trusted by American women for 50 years. 


@ An acknowledged reputation for the utmost in value due to 
insistence on quality materials and expert craftsmanship. 


@ A perfectly balanced line including types and styles for every 

possible need and taste. 

A perfectly styled line with painstaking attention to fit and 

comfort. 

@ Forceful national advertising appearing regularly in the na- 
tion’s leading publications.* 

@ The backing, resources and experience of the world’s largest 

shoe manufacturers. 





her colmamatdiins ase tin. ae Only Queen Quality can offer all of these 
| the road with Queen Quality’s 


brilliant line for Fall. Just drop all-important advantages. 
us a line, and one of them will 
call to tell you more about what 
Queen Quality’s advantages can 
mean to you. Or drop in to see us 
i the next time you are in St. Louis. 





vite *Regularly advertised in: 











| As 2 } a SN Life 
Me 2Leer1 
4 ‘ Qty” oz es Ladies’ Home Journal 
We Woman’s Home Companion 
| 'y Zz Mademoiselle 
Vogue 
Glamour 


QUEEN QUALITY SHOE COMPANY «+ DIV: INTERNATIONAL SHOE COMPANY e SAINT LOUIS 
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AKE A TIP from designers who know neoprene crepe. They’|l 
tell you how it boosts the “‘buy appeal’”’ of their sport, casual 
and campus styles... by combining both durability and unusual, 
colorful beauty. For neoprene crepe is a new material, with all 


these outstanding advantages: 


DUPONT 
NBOPRENE 


PERMANENT SHAPE—-soles retain shape and smart appearance. 


BRILLIANT COLORS—can be produced in almost any hue. 


LONG SERVICE LIFE—resists oil, grease, softening, abrasion. ‘ 
FREEDOM FROM TACKINESS—cuts down tracking and grit pick-up. \ ae 
EXCELLENT UNIFORMITY — your assurance of dependable quality. 


Look into the possibilities of neoprene crepe for your line. It 
means fast-selling styles and customers that stay sold on your 
shoes. For more information, see your sole manufacturer or send 
in the coupon below. E. I. du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division R-6, Wilmington 98, Delaware. 


For Style... Color...and Shape... use 


DU PONT 
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BETTER THINGS FOR BETTER LIVING 
..- THROUGH CHEMISTRY 


NegpRENe © 
GU POND 
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SEND FOR NEW 
FREE BOOKLET 


(inc.) 
Wilmington 98, Del. 


ee Cre 
booklet “Neoprene - 
- unusual properties - - 


E. 1. du Pont de Nemours & Co. 
Rubber Chemicals Division R-6, 
d me your new illustrat 


; tion on neoprene’s 
full er eet description © 
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f its superior qualities. 
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| Jeangoacett Shaded 
really do 


sun-protect your 
window displays 
from fading 


Ask any of our more than one hundred thousand 











customers who are using more than 





one million shades— then... 








Write to us for more information and 
a free estimate. 






a-Chom 's the exclusive product of 
Transparent Shade Co. 


ok 








Transparent Shade Co., Box 2135, :Dept 5F TS-214 
Terminal Annex, Los Angeles 54, California 


vf Gentlemen: Send more information and a free estimate. 
1, RANSPARENT SHADE CO.| ,..... 


f LOS ANGELES, CALIFORNIA Store Name 


Street. 

















City 
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Hatiounlly ited. Familiar “/rademark . 


You can capitalize on this consumer acceptance by 


having a combined circulation of over 24,000,000. stressing the use of OZITE in the shoes you sell. Men 
and women alike are familiar with the OZITE trade- 


SsSe: Mousckeeping, Ladies eeomne Jompapl, Wct-29 5, mark. When the shoes you sell are made with OZITE 
and many other publications keep the name OZITE platform felt you have an EXTRA selling point. 


The OZITE name is featured in consumer magazines 


in the mind of the buying public. Your customers know that OZITE means top quality. 


IT PAYS to sell shoes made with 


OZITE erarrormM FELt : 


For further information write for AMERICAN HAIR & FELT COMPANY 
Bulletin No. 900. Dept. F 86 Merchandise Mart Chicago 54, Illinois | 
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PSE ONAN: ER al 


Unbelievable e e BUT TRUE 
ony 1 D5 PER Pe 


With painted or plain toes, and 
closed tops, at no extra cost. 


HIGH HEEL as ea LOW HEEL 





MEDIUM HEEL 


The finest shoe display form ever made 


©DO NOT CONFUSE this sensational new shoe form with any other form 
ever produced, regardless of price. 


@1T’S AMAZINGLY DIFFERENT! More distinctively styled! More beautifully 
finished! Many times stronger! And it’s flameproof! 


SENSATIONAL AT THE CHICAGO FAIR! 


Yes! Frankel’s new Plastic Shoe Forms were the talk of the Chicago market 
... and no wonder! Never before has the trade seen so outstanding a dis- 
play form, so outstanding a value! Send for a sample order today! 


SCOSCHSSSSHSSSSEHSSSSSSEHSSHSSSHSESESESESESE 
FRANKEL PLASTIC CORP., 493 - 7th Ave., New York 18,N. Y. 


FRAN KEL PLASTIC CORP Please ship _______ cartons (24 prs. each) of Display Forms. 
e 


A DIVISION OF FRANKEL DISPLAY FIXTURE CO. 
Established 1888 . . . our 60th year 


493 Seventh Ave., New York 18, N. Y. 


__— prs. No. 33, Low heel. ___ prs. No. 55, Medium heel. 
prs. No. 77, High heel. TERMS: NET, F.O.B. N. Y. 





Store Name. 





Address. 





City and State. 





JACK D. SHENKER 


Sales Manager, Shoe Display Form Division 


Ship via Order No 














Brown stitched doeskin gloves 


Handbag and gloves featured by Bergdorf Goodmar. 
Calfskin Spectator Sports by Delman. 


Built-Up Heel Conference 


77 Summer Street, Boston, Mass. 
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“SLIPPER-FREE 
WHERE YOUR 
FOOT BENDS” 


“Shetlar l B) { 


} 


©1948 — Bates Shoe Company 
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) 
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, ] 
has triple si 


. There’s Hidden Profit Here 
the comfort-feature concealed by Sire 
modern styling... énvistble extra width across 
the ball of the feot... that makes Bates ¢ riginals 
“Slipper-Free Where Your Foot Bends”. It’s 
an open secret. howevers for consistent promo- 


tron? spreads this new idea in shoe comfort 


{ *] a | ] 1] 
far and wide ...das evidenced by the steadily 


mounting demand for Bates 
Originals. Made in Webster. 


Massachusetts since ISS85. 


* Continuous National 
Advertising in ESQUIRE 
& NEWSWEEK. Tuneful 
recordings, smart sell- 
ing displays and a full 
range of dramatic pro- 
motional material is 
available to help you 
sell more shoes. 
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ON THE CAMPUS 
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~SKQOOTERS ARE CUTER! 


These are only two of America’s most complete : pH OO8 f 4 — 
line of Casual footwear. STOCK SKOOTERS S K O01 FE R § 


and sell the gals who set the style. .. 





Hollywood Skooters are nationally advertised in 
Mademoiselle ... Glamour... Charm... 
and other publications. VOGUE SHOE, Inc. 


Advertising mats and window-counter display 
3616 So. San Pedro, Los Angeles 11, Calif. 
material available FREE. . . 
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Called Money . . . 









— 


att = sane ba 
gOFT Sines FOR Wann WEAR 








PROFIT-WISE DEALERS 
Tue FARM JOURNAL cites the case of the -anasliiaeaaeiiineaniamenes 
Iowa farmer who used chunks of bacon as tips 


to command all the service a big London hotel Jumping-Jack dealers are the envy of the 


could produce. trade—the shoe they sell is exclusive, 
It goes on to illustrate the fact that “city peo- unique, and a producer of extra profits, 

ple make dollars” while farmers “make” beef, 

cattle, eggs, hogs and milk. And that the pur- extra customers ... high repeat business. 


chasing power of the latter has gone up while 
that of dollars has gone down. 


“Comparing 1940 and 1947, a farmer had to 
give 20 hogs for a refrigerator ($154.50) in the 
earlier year, but only four in 1947 ($194.50 to 
city people). The price of cars has nearly 
doubled—in dollars—but the farmer can buy 
one that he had to pay 17 beef cattle in 1940 
for only 13 beef cattle now. 


“During World War II and even since, a cig- 
arette in many of the warring ones was more 
productive of good services or favors than a 
numerically sizable amount of local currency 
for which there were no exchangeable goods or 
values. 





“In Germany (American zone), porters ex- 
pect to be tipped one cigarette per bag for hand- 
ling luggage. Train porters expect two to four 
cigarettes for making up berths.” 


PREVENTS FRICTION © RETAINS SHAPE BUILDS CONFIDENCE FOR “FIRST STEPS” 


Number one (left) Patented Jumping-Jacks 
shows cramped foot help prevent ankles from 
and friction due to turning...assure more 
improper balance. healthful walking from 
Number two (right) the start. Extra satis- 
shows foot freedom, faction dssured by su- 
and equal distribu- perior craftsmanship 
tion of weight. and moterials. 


The above excerpts offer a thoughtful lesson 
in basic economics. 


Fb benn 


President 
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IMMEDIATE DELIVERY! 
In Stock 5 Ways: 

e Tan Brogandi 

e White Brogandi 

e Black Brogandi 

e Black Kid 

e Tan Kip 


There’s no last like the SCOUT last. 
The SCOUT is absolutely flexible, fits 
up under the foot for support in action. 
The natural bottom contour and 
straight inner line are engineered to 
provide greater tread base, more toe 
room. The heel is wedged to throw the 
weight on the stronger outer arch. 





All told, the SCOUT does for women 
what the ideal shoe for children does— 
promotes healthful foot action and 
helps correct weaknesses. 

Feature this shoe and prove for your- 
self in sales what over a million pairs 
have already proved —that the SCOUT 
is the champion of all comfort shoes. 


GROUND GRIPPER -CANTILEVER division of 


The Selby Shoe Company, Portsmouth, Ohio 


PHYSICAL CULTURE 
GROUND GRIPPER « CANTILEVER 


ARCH PRESERVER + TRU-POISE 
Silly ACTIVE MODERNS « STYL-EEZ 
BY 4 EASY GOERS +» TOWN WALKER 





New York Offices: 3120 EMPIRE STATE BUILDING 
(Arch Preserver ¢ Styl-EEZ « Tru-Poise « Easy Goers) 

926 MARBRIDGE BUILDING (Physical Culture 
Town Walker ¢ Ground Gripper ¢ Cantilever) 

Los Angeles Offices: 816 HAAS BUILDING (Arch Preserver 
Styl-EEZ ¢ Tru-Poise « Easy Goers) 

LANKERSHIM HOTEL (Physical Culture shoes) 
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by EUGENE J. HARDY 





Footwear production in March totaled a surprising 44,900,000 pairs, 
according to preliminary figures from the Census Bureau. This output topped 
March, 1947, production by almost 5,000,000 pairs and sent first quarter totals 
to about 125,000,000 pairs as compared with 119,000,000 pairs during the first 
quarter of 1947, 

With raw material prices firming at higher levels and demand for shoes 
falling off, shoe experts in the Commerce Department analyze this March performance 
as indicating that pipelines have finally been filled with considerable new pro- 


duction going into inventory. 
* * * * * 


Meanwhile, the State Department reports that our neighbors to the North 
experienced a difficult first quarter in all branches of the shoe business. 
During the first three months of the year, Canadian operations were considerably 
below comparable preceding periods. Production, sales exports and imports 
were all down. 

Some Canadian producers have been under the impression that their 
business will be stimulated by foreign purchases under the U.S.-financed 
European Recovery Program--a view that was also held by some American producers 
until dispelled by the government. 

While Canada received orders for shoes under earlier foreign relief 
programs, this will not be the case under ERP, which is a recovery rather than a 
relief program. As in the case of the U.S., Canada may be called upon to supply 
hides and leather, but not shoes. 

Canada dollar volume sales during the first quarter increased over 
Similar preceding periods, but, as in this country, pairage sales were off. 

Canadian footwear exports declined about 20 per cent during the first 
quarter. 

Imports during the first quarter have declined considerably for the 
double reason of seasonal movements and as result of the import restrictions 
imposed last November under the dollar conservation program. In October, 1947, 
the last month before the import restrictions became effective, Canada imported 
144,570 pairs of shoes valued at $584,355. Of this total, the United States 
supplied 114,446 pairs valued at $486,905. In January, the latest month for which 
details are available as this is written, imports totaled 61,005 pairs valued at 
$319,352, of which the United States supplied 41,937 pairs valued at $218,334. 
Thus one effect of the restrictions has been apparently not only to reduce the 
absolute volume of imports from the United States but the relative value as well 
since the participation of the United States which in October was 80 per cent by 
volume and 83 per cent by value had declined to approximately 68 per cent in each 
case in January. The diversion was to the United Kingdom, which supplied a 
larger percentage, although not a larger total, of the imports, principally in 


the category of men's shoes. 
* * * * * 


Congressmen and Senators from shoe-producing states are being bombarded 
with complaints directed toward State Department approval of the Czech trade 
agreement. These and similar complaints have mustered strong support for measures 
curtailing the Administration's power to cut tariffs. 

[TURN TO PAGE 78, PLEASE] 
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Get Ready for it NOW! 


SEE TO IT that you are well stocked with this fast selling combination offer—Dr. Scholl’s 
PEDICREME and Dr. Scholl’s FOOT POWDER—85¢ value for 59¢, Fair Trade. Nationally 
advertised in THE SATURDAY EVENING POST, AMERICAN WEEKLY and COLLIER'S. 
Write for this Attractive Counter Display Card packed with each dozen combinations. Order a 
143 good supply for this big sale NOW! $4.80 a dozen wholesale. 
Window SEE TO IT that you have our new Window Trim for DR. SCHOLL’S FOOT COMFORT* 
Material NOW! WEEK. It’s free and sent prepaid. Order now! 
sales ; SEE TO IT that you are amply stocked with all the different Dr. Scholl's Aids for 
SENT PREPAID‘ the Feet you will need for this great annual promotion! 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller Street, Chicago 10, Ill. 62 West 14th Street, New York 11, N. Y. 
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Send for this completely new DR. SCHOLL’S FOOT COMFORT* WEEK Window Trim. 
7 pieces. It will make many new sales for you. 


Dl Scholls roor comrorr week 













Shoemakers Since 18/74 


Seen in 
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DARIO FREDDI of the Marca 
Aeroplano, Milano, Italy, writes: 

“Probably you still remember me 
as the young Italian man you helped 
in 1931-32 to be introduced into 
many important shoe factories in 
your country. For me it was a most 
interesting experience and I am for- 
ever grateful. 

“We were bombed during the 
war and one of my factories was 
practically destroyed. The other was 
badly damaged but we resumed 





work a year ago and are now trying 
to give the Italian babies shoes 
that will make their walking a little 
easier — in this certainly not easy 


life.” 


* * * 

JOHN J. KAVANAGH, general 
manager of the Controller’s Con- 
gress of the National Retail Dry 
Goods Association, says: 

“The time has now arrived for 
the retailer to merchandise the 
merits of the profit system which 
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has given Americans the highest 
living standards in the world. A 
nationwide campaign, carefully 
thought out and well organized, can 
be successful. It will need the ef- 
fort of all store executives. The 
store manager, the merchandise ex- 
ecutive, the sales promotion director 
and the controller have contribu- 
tions to make to an effective pro- 
motion and to a long range 
program. 

“To the retail controller falls the 
major role—the task of explaining 
and interpreting the facts of busi- 
ness and the basic relationship of 
supply and demand forces, income, 
costs and profits. As the coordin- 
ator-engineer of our stores, he can 
also strive to: (1) Keep the busi- 
ness profitable. Because of the risks 
involved in the sale of merchandise 
through retail channels, there is 
every reason to justify substantial 
profits. When pricing is honorable 
and competitive, and sound value 
is given to consumers through effi- 
cient management of our stores, 
there is no reason why we should 
consider it indelicate to speak of 
profits. As controllers, we must ap- 
ologize rather when our stores are 





operating at a loss, when business 
is ill, for then we do not meet the 
true responsibility of free enter- 
prise. (2) Publish financial and op- 
erating reports of our stores with 
simplicity of statement and defini- 
tion so that he who runs may read. 
It is an alarming fact, as it is dis- 
turbing, to realize that the public 
has an erroneous impression of the 
amount of profit made by retailers 
and that the majority of our people 
do not understand the terms in 
which our business reports are 





responsibility to see that the profit 
system and profits are used to the 
best advantage of the enterprise.” 


* * * 


RALPH W. CARNEY of Wichita, 
Kansas, says: 

“It’s a sure thing that we have 
gone from a seller’s to a buyer’s 
market so quickly that it has caught 
us bewildered, unprepared and un- 
trained. We witness a period of 
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competition both in quality and 
eventually in lower prices, such as 
the country has never seen. You just 
can’t fight this competitive sales 
battle with yesterday’s sales wea- 
pons, yesterday’s methods, yester- 
day’s store fronts and displays, etc. 

“We are way behind in the most 
important phase of all—the human 
personal element behind the fitting 
stool, who faces your customers— 
day after day—and makes a direct 
contribution toward the sales and 
profits of your store. 





“Good sales meetings can be held 
within the framework of your own 
organization. There is a lot of fun 
and contest element in this too. It 
can be done by the owner or man- 
ager conducting the meetings and 
talking on some different and gen- 
eral phase of the business and the 
sales people participating in the 
discussions. This helps them to feel 
that they are important parts of the 
store as a whole and that they have 
some part in the policies and man- 
agement of the store.” 


* * * 


TED GOODMAN of Goodman’s 
Shoe Store, Philadelphia, Pa., says: 

“We feel that style trends and 
colors are changing faster than they 
have for a long time past. There- 
fore, we have split our buying per- 
iods into four quarters instead of 
twice yearly. This helps us to keep 
pace with the style changes and 
makes for faster turnover. Our cus- 
tomers now know that the shoes 
they buy from us are fashioned after 
styles which have just come out 
and were not bought so far in ad- 
vance that they can get something 
newer and smarter elsewhere. This 
is particularly true of our type of 
store in which we have to build our 
business on the people who live 
around us. We have to keep our 
customers from going into town to 
shop in the department store shoe 
shop. 

“Color has caught the public eye 
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and is going to continue to be pop- 
ular in shoes. This is a good thing, 
for most women now want several 
pair of shoes in different colore 





where before one pair of black or 
white was all she needed to blend 
with all her costume changes.” 


* * * 


MAXEY JARMAN, chairman of 
the board of the General Shoe Cor- 
poration, Nashville, Tenn., told 
salesmen of the company: 

“Salesmanship is a great profes- 
sion because Selling is Serving. In 
my opinion, the sales end of the 
business is the most important phase 
and you must help us to keep the 
sales viewpoint at all times. 

“The sales viewpoint is closely 
akin to the ‘young spirit’ that has 
characterized our business. As sales- 
men you are progressive, alert; you 
think in positive terms; you are 
optimists. Those are the things that 
characterize the spirit of our busi- 
ness which I like to describe as a 
young viewpoint. 


“Our company is twenty-four 
years old this year—not very far 
along as the years go in the life of 
a man, but a considerable distance 
as businesses go, because businesses 
do not last too long. But right fromm 
the very start there has been a view- 
point and attitude and spirit of 
thinking young which has kept us 
going ahead, growing, progressing 
and looking to the future. 

We have always been ready to 
try new things—not bound to the 





—— 


old methods of the past but plowing 
new ground and ready to move 
ahead. 

“Thinking young means being 
open-minded and progressive. . . . 
Thinking young means flexibility to 
meet changing conditions. 
Thinking young means more ag- 
gressiveness and vigor. .. . Thinking 
young means looking ahead to the 
future—not backward to the past 
and harping on past successes, but 
planning for still more progress. .. . 
Thinking young keeps us young.” 





“Watch this! We ran short of old shoes!” 
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ditorial outlook 


Inviting Increased Competition 


RECENT approval by President Truman of the trade 
agreement with Czechoslovakia which was negotiated 
last year at Geneva, and which provides for substan- 
tially lower tariff duties on certain types of footwear 
imported into the United States from that country, has 
caused considerable concern in certain sections of the 
American shoe industry. This is by no means surprising, 
for any proposal that involves lowering of tariff rates 
is certain to be viewed with alarm by industries whose 
business is likely to be affected. Lower tariff rates on 
British footwear which became effective January 1 have 
likewise aroused anxiety among some American men’s 
shoe manufacturers, although the competition that can 
be expected from that source is likely to be much less 
than could conceivably develop from the nationalized 
industry of Czechoslovakia, including the great Bata 
plants. 


In view of the definite trend toward diminishing sales 
and production of shoes in the United States, as com- 
pared with the earlier postwar years, the present seems 
to many an inauspicious time to throw open the doors 
to new competition, especially from a country so well 
equipped as Czechoslovakia to challenge the American 
shoe industry on a mass production basis, with lower 
wage levels and generally lower production costs. 


There are a great many people, moreover, who share 
the views recently expressed so vehemently in Congress 
to the effect that the administration has been inconsis- 
tent in asking for billions of dollars to fight communism 
with the European recovery program while it was simul- 
taneously bestowing special trade advantages on a 
nation which, however unwillingly, has recently become 
a satellite of the Kremlin. 


In fairness to the President and the State Department, 
it should be remembered in this connection that the 
Czechoslovak agreement was negotiated in 1947 and 
that it would tend to subject this country to unfavorable 
criticism to refuse to ratify it because of the events 
that have taken place since that time. Also there is the 
question as to whether differences in ideology should 
affect trade relations between nations that have always 
been friendly. There are a great many American busi- 
ness executives who are willing and eager to do busines; 
with Stalin, and if in the case of Czechoslovakia there 
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are compensating advantages sufficient to make a trade 
treaty desirable, perhaps the dismal fact that these 
people have been compelled against their will to go 
along with him politically offers no justification for 
according them different treatment in matters of trade 
than they would receive under other circumstances. 

The immediate questions that face the American shoe 
industry in connection with this matter of foreign com- 
petition are whether the reciprocal trade treaty policy 
is a good thing for the United States under the condi- 
tions that exist today, how it is likely to affect the 
American shoe trade and what, if anything, should be 
done about it. In this connection, it should be borne in 
mind that the Reciprocal Trade Agreements Act expires 
June 30, and Mr. Truman has asked for a three years’ 
extension. If it is extended at all, it seems probable that 
the administration’s power in negotiating such treaties 
will be curbed by the Congress to the extent that any 
future agreements will have to be submitted to that 
body for approval before they become effective. 

Such ‘a change in the law would not alter existing 
agreements, but there are ways in which they can be 
modified, and the initiative in changing them now lies 
with the industry that is affected, in this case with the 
shoe industry. An “escape clause” has been written into 
reciprocal trade agreements negotiated since 1934 by 
which it is possible for domestic producers to obtain 
modification or cancellation of the concessions if it can 
be shown that imports from any country have increased 
to the clear detriment of the American producers. 

Shoe manufacturers are clearly entitled to inquire 
at any time whether these agreements are operating to 
the disadvantage of their industry and if so they are 
justified, individually or through their associations, in 
demanding relief. At the same time, it is desirable to 
keep in mind the important fact that restoration of 
normal international trade relations can contribute much 
to the rebuilding of a sound economy, both here and 
abroad. To the extent that the flow of needed raw mate- 
rials to our markets is facilitated, the American shoe 
industry will benefit. Knowing shoe people as we do, we 
feel certain that in their consideration of this matter, 
they will not fail also to take into account those broader 
and deeper aspects of the question that may vitally affect 
the prosperity of the nation and the peace of the world. 
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CAMPUS ROLL CAL; 
FALL, 1948 - - - 


[r shouldn’t take much imagination, just a little knowledge of 
human nature, to realize that college girls, like their older sisters 
and mothers, are hungry for fresh styles and more kinds of shoes. 
The trend toward clothes for the occasion and shoes to go with eac> 
costume is growing on campuses as elsewhere and can be made a 
source of increased business in your store, provided you have the 
right shoes at the right prices. In every line which serves the college 
girl trade something new can be found in pattern, color or detailing, 
whether they be active sport or casual types, dormitory lounging or 
dressy date shoes. 

In rugged sports types, the biggest news is the return, in quantity, 
of leavy rubber crepe soles. Woven vamps in leather casual moc- 
casin shoes, something borrowed from big brother, are being used 
for girls to give fresh style interest to oxfords and moccasin patterns. 
Folded and fringed tongues and ghillie lacings look new, and dif- 
ferent from their old classic selves, on wedge heels. 

Moccasin treatments, some of the loafer variety and some with 
strap and buckle, continue very strong with those manufacturers 
the bulk of whose business has been in thesz shoes. Some new de- 
tailing has been added to give fresh style interest; a wedge heel, 
for instance, or two straps and buckles, instead of the usual single 
strap. 

Straps have been used in many Fall patterns smart and young 
enough for your most style-minded customer of college age. Ex- 
pected to be as popular as ever is the ankle strap, in single or double 
version, on high or flat young heels. The ballerina shell is especially 
important on these very low heels, some of which continue to be 
the hidden wedge as well as the regular wedge and outside heel. 
The flat-to-the-ground appearance of the shoe with the concealed 
wedge is, of course, especially right with a ballet type pattern. 
In general, it can be said that the lowest heels are half an inch; the 
highest in most lines is a 23/8. 


Shoes Illustrated: 

Starting upper right, clockwise: Oomphies, La Marquise; 
Twenty-Ones, Barrett; Flautt; Mademoiselle, Carlisle; Prima; 
Baranee, Dianafix; Foamtread Construction, Wellco; Vaga- 
bonds, Lissak; Tru-Stitch Moccasin. 


Square dancing and square dancing clothes are having 
a strong influence on college clothes, so say the experts 
in this important branch of fashion. These cotton dresses 
are from McMullen’s square dance collection. 

















Girls Are Looking for New Styles to Start the Fall Term. You Can 
Offer Them Fresh, Varied Ideas for an Entire Shoe Wardrobe. 


by ELEANOR M. RUTTY 
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VARIETY 
Features 


Visirors to the recent Shoe Fair 
in Chicago were impressed, when they 
examined juvenile lines on display, 
with the variety and the emphasis on 
style which manufacturers had incor- 





porated into their Fall lines. More 
than ever before, the element of style 
has been placed in an important posi- 
tion in this Fall’s shoes for young 
customers. 


Most prominent in style trends in 
juvenile footwear for Fall has been 
the adaptation of style features from 
the women’s lines. Among these are 
the high back, the ankle strap, plenty 
of buckle and strap styles, the closed 
look, the almost unanimous accept- 
ance of color as a style note in 
children’s shoes. The high back is 
achieved by tabs or by single or 
double ankle straps; the closed look 
applies even to sandal types; the fre- 
quent sprinkling of reds and greens 
in addition to the staple black, brown 
and white lends a gay grown-up look 
even to those lines which cater to the 
smallest of customers. 


For the misses. Clockwise, starting 
lower left: Shark tip blucher; Fleet 
Air Health Shoe from Eby. Two-tone 
moccasin blucher; Play Poise from 
Virginia. Gypsy seam _ perforated 
model; Altschul. Fringed strap treat- 
ment; Pollyanna from A. S. Kreider. 
Brown saddle oxford; Weatherbird 
from Peters. 
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Style Has Regained Its 
Importance in Shoes for the 
Younger Customer — Fall 
Lines Offered by Manufac- 
turers Provide Plenty Extra- 
Sale Possibilities. 










by 
ANNE R. DAVID 






For the young school child. Clockwise, starting lower 
left: Interesting strap treatment on a red sandal; Sport- 
ster from Sandler. Alligator print ghillie; Little Yankee. 
Ghillie with perforations; Kaut, Lauman, Winter. Ghillie 
with detachable tongue; School Shoe from Trimfoot. 









and that they serve an important function by 
helping to sell the more conservative basic 
types. These are the extra-sale items which 
are important to the retailer. They sell them- 
selves, but they do not, by and large, inter- 
fere with the sale of the everyday bread-and- 
butter shoes which are the mainstay of the 
children’s shoe business. 

As for the staples—the plain toe bluchers, 
the shark-tip bluchers, the saddles, mocca- 
sins, loafers, ghillies, the patent leather one- 
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sed Shoes for boys have a sturdy look. 
; Left, the popular wing tip; Gerberich- 
opt. Payne. Right, moccasin detailing on 
in a blucher; Sir Walter from National 
Shoe Co., Division of Craddock-Terry. 


or 
0k 

Te- Manufacturers are agreed, however, 
Ens that these high style items are the 
wn frosting on the cake—that they are 
: necessary to brighten up their lines 
the 


For the older girl. Clockwise, starting 
lower left: Suede oxford, alligator 
print plug; Teen-Type from Posner. 
Green suede flat, contrasting wedge; 
Kickerinos from Marilyn. Red wedge 
ankle strap; Poll Parrot from Roberts, 
Johnson & Rand. Black suede stepin, 
bow trim; Daytimer from Gale. 
Double straps on a loafer; Red Goose 
from Friedman Shelby. 
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NEWS WORTHY FALL STYLES... 


Variety is the Spice of Life And the Salt of 
Promotion. It takes a Fertile Style Imagin- 
ation to Keep the Shoe Scene Fresh and 
Changing. Here Are a Few Performers 
Currently in the Fashion Spotlight. 
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Above, a Wing-Flo Winthrop, new pattern treatment by Floyd 
Atheley, Winthrop’s designer. This treatment, falling into the 
asymmetric classification, has been applied to both wing and 
straight tips. Note how the tip is cut in a modified circular line 
starting under the instep and flowing forward toward the outside 
of the forepart. This development, now in its infancy, offers un- 
usual possibilities for full brogues and strap and buckle types. 


Above, something new in lasts, two models by Nunn 
Bush illustrating how a brogue can be made to look : | 
fuller and broader and still retain the classic simplicity : 

and dignity of its basic pattern. These two shoes are 

notable examples of the fuller straighter edge trims. 
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Above and right are two recent “eye-catcher” additions to the 
Allen Edmonds line. The Norwegian Moccasin Blucher combines 
unborn calf in pinto colors and smooth tan calf to make a truly 
unusual shoe. Retailers with an eye for display will quickly sense 
the value of such a shoe as a stopper to brighten the display of 
other more conservative types. The Flying Scott, a Raglan Brogue 
is offered with a view to capitalizing on the current vogue for 
Albion Grain leathers and from its lines suggests unusual stamina b 
and fitting qualities. Note the extreme breadth of this last at the 
ball and the attractive way the fuller toe is tapered to meet it. 


= me UN RI 








» ‘. wn e 
BS cE aids lia SS itil a ati > Seas 




















PLANNING Fall promotions of shoes and acces- 
sories should be started now for best results later. 
These “traffic-stoppers” or “extra-sales” getters can 
be exciting, for there are interesting tie-ups which 
have been worked out in color and pattern by 
manufacturers of shoes, handbags, gloves, hosiery, 
fabrics, millinery, jewelry and nail polish. 

With shoes and accessories taking on a more 
feminine feeling and daintier touches, the consumer 
can achieve a look of the romantic period or the 
early 1920’s. Almost any mood can be stimulated 
and almost any effect achieved. As you plan your 
Fall promotions, remember that your first break 
must be a “traffic-stopper.” It is not necessary to 


Below: Tailored Congress gaiter in calf and suede by 
Town & Country; calf bag made by R. Appel for 
Town & Country; suede and leather belt by Vogue 
Belts; “Brush-Off,” calf comb and brush case, Lesco; 
Glacé glove, American Made by Superb. 


STOP TRAFFIC WITH 


FALL ACCESSORY PROMOTIONS 


Above: For her glamour dates, 
suede shoe with gold cobra trim 
by Mackey-Starr; suede and 
gold cobra bag by Theodor of 
New York; suede belt with 
gold buckle by Midtown; scarf 
with gold thread border by 
J. H. Kimball Scarf Co. 


by 
BETTY 
TURCOTT 


June |, 1948 

























be unusually startling as long as you offer little tricks 
that make your promotion practical and clever. Take, 
for instance, a shoe with a dainty gold piping and key it 
to a bag or glove with the same trim. Key a bronze shoe 
to a suede glove with bronze beading; or team a suede 
and reptile shoe with an all-over suede bag or an all- 
over reptile bag and add smooth leather, suede, or suede 
with reptile trim gloves. 

Color is rampant in Fall clothes and accessories. 
Predominant in high fashion are the black tones which 
are available in a wide range of colors, such as blues, 
grays, greens, wines, browns, which are carried into 
ready-to-wear, shoes and accessories. 

One such color promotion has been worked out in 
two high fashion colors, Green Turtle and Red Tortoise, 
in both suede and calfskin. To complete the fashion 
picture, these colors are carried into leather and fabric 
gloves, hat felt, dress, coat, and suit fabrics. Comple- 
mentary shades in hosiery are offered as well as accents 
in jewelry tones and nail polish. With a variety of 


Softly feminine air in a trim set for city- 
country wear. Two-buckle strap shoe by Bour- 
beuse; suede and calf handbag by Coronet; 
glacé glove with embroidered silk dots, Amer- 
ican Made by J. M. Bachner. 


Key Early Fall Promotions to Dainty, Feminine Treatments on Shoes 
Reminiscent of the Romantic Period. Catch Extra Sales. Coordinate 
Handbags and Other Accessories. 


To teas or cocktail 
parties, closed-up shoe 
by Samuels; handbag of 
antalure by Goldsmith 
Bros.; suede and gold 
kid belt by Schaeffer; 
glacé glove with self 
cording trim, American 


Made by J. M. Bachner. 
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Quaint treatment of tapes 


sories designed 
Associates. Hat made by Madcaps. 


merchandise available in these accent colors, attrac- 
tive store windows and interior displays can be worked 
out to “stop traffic,” attract new customers and better 
service old ones. 

Another much-talked-about accent color is blueberry 
pie, a deep purplish shade. This color can be worn 
with many of the other colors that are influenced by 
black, such as dark gray, green, black, navy blue, as 
well as the lighter shades to be used in dress woolens. 

Continental green, which manufacturers report has 
been heavily ordered in Fall shoes in both high fash- 
ion and volume categories, has many promotional 
features. This color teamed with many of the brown 
shades found in Fall ready-to-wear is a natural feature 
item. 

While café brown and black are the leading Fall 
shoe colors, they appear new looking in a variety of 
fresh treatments, combinations of leathers, pipings 
which promise to give these shoes a new angle from 
which to be promoted. These basic colors can be 


[TURN TO PAGE 76, PLEASE | 





June |, 1948 


as ea 


and calf in a com ly co- 
ordinated unit. Closed calf shue by Jo 


by Harriett Couplin Porteous of Porteous 









en Bros. All acces- Bronze patent ankle strap by Fern Shoe Co.; 


matching bronze kid bag by Film Star 

Creations of California; silk scarf by 
J. H. Kimball; doeskin glove with 
bronze bead trim, American made by 
Ireland Bros. 









































OLD RUSH 
CONTINUES... 


Indications Are That the Popularity of Gold in All-over 
Patterns and Used as Trim Will Carry into the Fall Season. 






Harem lounge pajamas are 
embellished with 24-karat 
gold scroll design. 










Gold appliques are embod- 
ied in. the fabric of mother- 
daughter dresses. 





Shoe and bag of fab- 
ric shot with gold. 
Shoe, Curt Wolfelt: 
bag, Silvie Hamilton. 





Last Winter’s resort visitors were struck by the versatility of 
gold. What had previously been considered suitable only ior high 
heel formal sandals proved its adaptability to low heel daytime 
patterns. Gold sandals constituted the “must” item of the resort 
wardrobe. 

Some shoe men may have doubted then that the gold rush would 
carry over into Northern sales this Summer. Indications are that 
it not only will sell for Summer but that gold will have a place 
in next Fall’s shoes. These are offered in closed types such as the 
ballet shoe. In addition to all-over treatment, 24-karat gold kid 
or cobra is used to pipe black, brown and Continental green suede 
for Fall. 

New fabrics in which gold threads have been worked are ap- 
pearing in dressy shoes and bags. Decorative gold patterns have 
been embodied into other fabrics used as appliques on ready-to- 
wear. Beach clothes have been made of this shiny material, and 
it is natural to expect that gold sandals to match will continue in 
popular demand. 
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NEES NEED 
)F 


SYNCHRONIZED 


PLANNING 


Better Co-ordination between Manufacturers and 
Retailers Urged by Mark A. Edison, New President 
of National Association’ of Shoe Chain Stores, Inc. 


More intensive coordination between shoe manufac- 
turers and retailers is needed to achieve increased sales 
of footwear through improved product value, according 
to Mark A. Edison, newly elected president of the Na- 
tional Association of Shoe Chain Stores. Mr. Edison is 
vice-president of Edison Brothers Stores, Inc., St. Louis. 


Emphasizing that “there is nothing wrong with the 
shoe business that intelligent planning cannot cure,” 
Mr. Edison urged the industry to take cognizance of sig- 
nificant shifts in shoe buying habits. “Shoe chain stores 
many months ago began to merchandise for the down 
trend in prices demanded by the public. It may be re- 
called that a statement issued by the National Associa- 
tion of Shoe Chain Stores at the last National Shoe Fair 
in October 1947 warned that production and sales could 
be expected to drop in inverse. ratio to price increases,” 


he said. 


“Although the public is making some allowances for 
the jacked-up economy of the country, generally its 
shoe buying again is conforming to prewar pattern. 
While the consumer is not insisting on prewar shoe 
prices, she does resist severely whenever style, value 
and price relationships seem out of line to her,” Mr. 
Edison said. 

“What happens to an industry under these circum- 
stances has been demonstrated by recent events,” Mr. 
Edison went on. “Retail inventories accumulated faster 
than anyone thought possible. It quickly became neces- 
sary for many factories to curtail production until the 
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MARK A. EDISON 


pace of shoe purchases could come into balance with 
factory output.” 

“In a large part of the retail industry, but not among 
chain stores, clearance sales are currently the order of 
the day. The fact that the stimulus of price cutting must 
be applied to shoe selling during the middle of a sea- 
son is highly significant. Does the industry face the 
continued prospect of having its price levels established 
by clearances? I do not think it is inevitable if facts are 
faced and proper plans are made and carried out. 

“Coordinated planning by both retailers and manu- 
facturers is more necessary than ever. The maladjust- 
ments between rates of sale and production so far this 
year may have been caused in part by the wartime con- 
ditioning of purchasing habits. What seems to be called 
for is a program under which retailers and manufactur- 
ers could synchronize their planning. This would pro- 
vide factories with a more even rate’ of output and 
insure retailers better timing of deliveries in accordance 
with agreed upon schedules, thus keeping the retailer 
in a buying position. The efficiencies obtainable through 
consistent production are essential to keep price levels 
in line with consumer acceptance.” 

Commenting on current buying, he said: “Costs are 
certainly a reality but when they advance without ap- 
parent relation to demand and supply, retailers must 
be uneasy and reflect their uneasiness in buying hesi- 
tancy. At present, the uncertainty concerning leather 
price trends is so great that large numbers of retailers 
are delaying their purchases.” 
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CONSISTENCY PAYS..... 


Joseph Learns that Plugging a Few Brands Over and Over Will Build 
Customer Confidence Better than Dissipating His Efforts over Many 


Different Lines. 





Wuen Joseph opened the door, Mr. Hultz was waiting 
for him. “Are you ready?” he yelled brandishing a 
handful of sheets of paper. 

' Joseph could see that the papers were almost black 

with wild scribblings. “Yes, Sir.” 

“Good. We will proceed. And I hope no customers 
come in to bother us till I get through.” Mr. Hultz 
looked at his scribbled sheets with love in his eyes. 
“This is something I have been thinking about for 
years, but this is the first time I ever thought it out in 
any order. I think,” he said, “that some day maybe I 
will be an author. Some day I will write a book on 
retailing. But enough of this dreaming. Let us get back 
to the present.” He opened the papers and pressed them 
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Sixth in a Series 
of Articles on 
Fundamentals of Retail 
Footwear Distribution 


By 
EDWARD ROSE 


out with his hand. “Let’s see, page one. ‘Tithe—Why A 
Store Should Buy From As Few Companies As Pos- 
sible’. 

“The advantages of buying from the fewest sources 
are,” Mr. Hultz looked at Joseph to be sure that he had 
his undivided attention, “(a) You will avoid duplica- 
tions in buying. Almost every buyer goes on a buying 
spree once in a while. He gets enthusiastic over new 
lines or new styles and buys haphazardly from many 
companies. When the shoes come pouring in, he realizes 
that he has bought more than he needs. He has two, 
three, or more shoes on his shelves where he only needs 
one. His money is tied up in unnecessary stock. His 
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NSTA Chief Flies 





HARRY J. EVANS 


§ PEAKING before the Central States Shoe Travelers’ 
Association and their guests at the opening luncheon 
of their show at the Muehlbach Hotel in Kansas City 
May 3, President Harry J. Evans, of the National Shoe 
Travelers’ Association, declared strongly in favor of 
proper publicity for the shoe trade to counteract mis- 
statements that have appeared in the press, advocated 
joint planning by manufacturers and retailers and en- 
dorsed the Foster Parents Plan for War Children. 

Mr. Evans stopped in Kansas City for the Central 
States show on his way back to Los Angeles from Chi- 
cago, where he had spent the previous week at the 
National Shoe Fair, also presiding at the meeting of 
the Board of Governors of the National Shoe Travelers’ 
Association. He made the entire trip from and to Los 
Angeles by air, leaving April 11 and making business 
stops at Portland, Seattle. Tacoma, Denver and Albu- 
querque. From there he shipped his samples back to 
the factory and flew to Dallas, where he addressed a 
meeting of the Southwestern Shoe Travelers’ Associa- 
tion at the Adolphus Hotel. 

The following day he flew to Kansas City to meet 
with heads of TWA relative to future air travel for 
members of the NSTA. Having concluded that confer- 
ence he flew to Columbus, Ohio, to attend the Lock- 
wedge Shoe Corporation meeting which lasted four 
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to Five Meetings 


Harry J. Evans Urges Joint Planning by 
Retailers and Manufacturers’ Representa- 
tives, Also Public Relations Program for 
Shoe Trade, in Speech at Central States 
Shoe Travelers Show, Kansas City. 


days. Then on to Chicago for the NSTA Board of 
Governors meeting April 24. He left Chicago May 2 and 
flew by Constellation plane to Kansas City, making ad- 
ditional stops at Denver and Albuquerque on the way 
back to Los Angeles, where he arrived in time for the 
show of the West Coast Shoe Associates. 

In speaking to the Central States Shoe Travelers, Mr. 
Evans said. among other things: 

“Your president, Mr. J. D. Mittlebach, and your secre- 
tary-treasurer and show manager, Mr. J. Rosco Sells, 
invited me to Kansas City to speak to you relative to 
the item called shoes. Shoes being my favorite subject, 
I naturally accepted their invitation. 

“Shoes offer the greatest value of any article of your 
wearing apparel. They are very cheap at today’s prices. 
I quote from BOOT AND SHOE RECORDER of April 
15, 1948, an editorial by Mr. E. B. Terhune, president 
of that publication: 

“‘BELIEVE IT OR NOT ... ! The Coca-Cola 
Company recently released their annual report for 
the year 1947 showing a net income after charges and 
taxes of over $31,000,000. 

“ ‘The combined net earnings of ten of the largest 
shoe manufacturers in the United States were less 
than $30,000,000. 

“ ‘There is something screwy in a situation which 
allows such discrepancy in profits between a basic 
necessity such as shoes and a simple beverage such 
as ‘Coke’... 

“What constitutes real values anyhow?’ 

“Shoes being one of our major industries, I do not 
believe the proper publicity has been given them. Infla- 
tion has created new prices from shoes to automobiles. 
There are no perceptively lower prices in view. One of 
our leading senators on a recent check-up made a state- 
ment that there are 126 hidden taxes in one pair of 
shoes. 

“At the Chicago Shoe Fair which I just attended, I 
found the merchants there intelligently eager to study 
conditions. Most all left with the knowledge that shoe 
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ecialized Youth Sections at Field's 





The new Baby Bootery recently opened as a separate section of the children’s shoe department. 
Small high chairs jor children, specially designed show cases, are some of the special features 
of the section. 


EVEN the tiniest toddler has a specialized shoe section 
all his own at Marshall Field & Company, Chicago. Not 
only do the young customers get as much service as their 
elders, but they also have their own selection of styles. 

In order to give more specialized service to babies and 
toddlers, Field’s has set aside a portion of the regular 
fourth floor children’s department for this purpose. Known 
as the Baby Bootery, this new section is separated from the 
regular children’s department by free flowing modern 
partitions. The Baby Bootery has its own furniture, stock- 
room, display cases, and its own specially trained staff. 
Seats are especially designed so that babies can sit in high 
chairs next to regulation size settees for their parents. The 
department, under direction of Harvey Bush, is now ready 
to give scientic fitting service te all children from the time 
they step out of bootees all the way up through their teens. 

Scientific fitting has always been a feature of Field’s 
Young People’s shoe section, and this careful attention to 
detail is stressed in the new department. Each salesperson 
is trained to study a child’s posture and gait, to note the 
tread of his old shoes. Both feet are carefully measured for 
length and correct last, so that the heel fits snugly and is 
well balanced. Every pair of shoes is checked on the floor 
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Three Complete Divisions Mark the Young 
Folks Shoe Department in the Chicago De- 
partment Store, So That Specialized Service 
May Be Given to Each Distinct Age Group. 


by the department supervisor and at the X-ray machine. 
The entire fourth floor, of which shoes are a part, is 
devoted to children’s clothing and accessories and is known 
as the Young People’s Floor. A new Baby Bureau has been 
installed in the infants’ section adjacent to the new Baby 
Bootery. Here, in addition to planning a layette or discuss- 
ing a problem with a baby consultant, a mother may 
register her baby’s layette with gift suggestions to avoid 
duplications just as is done with china, silver and other 
patterns in the Wedding Bureau. Friends and relatives can 
thus select from things the mother wants and needs. 
Boys’ and girls’ clothing departments are adjacent tc 
the regular children’s shoe department, so that coordinated 
promotions of shoes, accessories and ready-to-wear items 
are easily achieved. The nearby Asserably Room, which 
contains a wide assortment of accessories for girls, is head- 


quarters for teen-agers. 
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Guild Fall Opening 
To Be in July 


NEW YORK.—The Main Fall Open- 
ings of The Guild of Better Shoe Manu- 
facturers will be held the week of July 
12th, it has been announced by Lou 
Sachar, president. A scheduled opening 
in the Guild’s five-showings-yearly pro- 
gram for balanced buying, selling and 
production, the openings will be held in 
the Guild member firms’ showrooms. 

Stressing the importance of this 
Guild week, Mr. Sachar said, “Due to 
the short term buying that was done at 
the last opening period, retail stocks 
should be in good shape by July when 
buyers will be on the lookout for new 
shoe styling since the new is a major 
factor in shoe selling today.” 

Four groups of shoes will be featured 
during the Main Fall Openings. They 
are (1) shoes for Fall selling which 
will include shoes for daytime and 
afternoon wear and shoes for 5 o’clock 
on, or cocktail, dinner and evening 
types; (2) shoes for planned coordina- 
tions with apparel and accessories; 
(3) resizing of early Fall footwear; 
and (4) first buy of slippers for holiday 
selling. The scheduled delivery of shoes 
bought during this week is September 
and October. 

The timing of these openings has 
particular significance, declared Irving 
E. Grossmann, a director of the Guild 
and former president. “This Guild Week 
for main Fall buying is timed to the 
new basis of merchandising by the 
retailers. Tested and endorsed Fall 
styles for delivery as close as possible 
to the time of retail selling will* be 
available. Fashions in shoes, apparel 
and accessories can be carefully co- 
ordinated during this buying period as 
they will be purchased at about the 
same time.” 

The member firms of The Guild to 
open collections on July 12th are 
Beleganti Shoes, Inc., Dorina Shoes, 
Inc., Fox Shoe Mfg. Corp., Jerro Broth- 
ers, Mackey-Starr, Inc., John Marino, 
Inc., I. Miller & Sons, Inc., Newton 
Elkin Shoe Co., Palter DeLiso, Inc., 
Reual, Inc., Schwartz & Benjamin, Inc., 
Setroy, Inc., Van Arden, Inc., M. Wolf 
Sons, Inc., Morris Wolock & Co., Zuck- 
erman & "Fox, Inc. 





Declare Dividend 


ST. LOUIS. — Besides reelecting all 
existing officers at a recent board meet- 
ing, Edison Bros. Stores, Inc. declared 
a quarterly dividend of 3742 cents a 
share on outstanding common stock 
payable June 12, 1948 to the stock- 
holders of record at the close of busi- 
ness May 29, 1948. 

The quarterly dividend of $1.06'4 per 
share was declared on the outstanding 
65,000 shares of 4% per cent cumula- 
tive preferred stock, payable July 1, 
1948, to holders of record June 19, 
1948. 
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Quick Profits 


with “Flatties’ 
that Click 





Anklet 
$1 22% 


Net 10 days 





Pattie Lacy 
They walk out of your store on sight. 
{ white. green, gold trim 
In solid < 9°°°" or black, gold “—_ Suedene 
red red, gold trim 
black black, red trim 


Also solid black patent plastic and black patent plastic, gold trim 


Composition rubber sole and LIFT 
CASE LOTS ONLY 
Fine Lynn workmanship — Better quality 
Delivery within 3 weeks 


Sandalettes, Inc. 


MANUFACTURERS OF "TOMORROW'S 
SHOES TODAY" 


505 Washington St., Lynn, Mass. 





Cases Colors Sizes | 4 5 6 7 x 8 
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Some of the buyers attending the West Coast Shoe Travelers Fall Show caught at the 
Biltmore Hotel. Left to right, front row: V. V. Vandenburgh, Meier Frank Co., Portland, 
Ore.; Andrew McIntyre, Michel Levy, Santa Barbara, Cal.; John Keithley, Broadway-Crenshaw 
Department Store, Los Angeles; Al Schmidt, Broadway Department Store, Los Angeles; Sam 


Bone, Hale Bros., Sacramento, Cal.; William Young, Brown and Young at Blum’s, San Jose, 
: Cal.; Charles Hathaway, Temple City, Cal.; Paul Hathaway, Temple City, Cal.; Bob Rappaport, 
: Mandel’s, Los Angeles; Sam Coddon, representative for Henry B. Rosenthal Co.; Marvin Van 
Nuys, Mandel’s, Los Angeles. Back row, left to right: Gil Winneguth, representing Salvage 
Molloy Shoe Co.. Bud Severn, Severn Diesel Products; Bob Farmer, Broadway-Hollywood 
Department Store, Los Angeles; Carl Winneguth, representative for Louis H. Salvage Shoe 


Co., and Michel Levy, Santa Barbara, Cal. 





Copper Bronze Surprise Hit on Coast 


Retailers Maintain Cautious Attitude at Shoe Travelers’ 
Show in Los Angeles, Confining Commitments Mostly 
to Shoes for July-August Delivery—Closing Days Showed 
More Action, But Buyers Are Cold tu New Look Shoes. 


A NOTE of caution coupled with 
some skepticism about prices key- 
noted the West Coast Shoe Travelers 
Fall Show May 8-11, at the Biltmore 
Hotel, Lankershim Hotel, and Haas 
Building. Although buying was, on 
the whole, good, “the time was out 
of joint,” for not only did the cele- 
bration of Mother’s Day fall on the 
same day as the show opened but 
also the threatened railroad strike 
did much to discourage distant 
buyers. 

Even though most buyers were 
convinced that there is slight pos- 
sibility of substantial price reduc- 
tions at the present time, they 
exhibited wariness and bought for 
July and August only, feeling that 
it would be wiser to play safe. 


by BARBARA LANDIS 


Many retailers, however, were over- 
stocked and were just lining them- 
selves up to do buying later on. 
Pairage commitments were on an 
average of 30 per cent off, a condi- 
tion which, nevertheless, was 
considered healthy, as the manufac- 
turers will be more inclined to hold 
to their delivery promises. 

As the four-day show progressed 
and with the passing of the rail- 
road crisis, the atmosphere lifted 
and became brighter. Cause of most 
of the cheerfulness was the fact that 
orders were slowly mounting,, a 
development which created much 
more activity and optimism. 

Dave Klinesmith, executive secre- 
tary of the WCSTA, felt that such 


response was, in the final analysis, 


far more satisfactory. “Most of the 
buyers were looking the lines 
over, and gradually the show gained 
in momentum and in positive ac- 
tion, with lots of business being 
written.” 

Jack May, chairman of the con- 
vention and responsible for much 
of the show’s success, agreed with 
Klinesmith, saying that action was 
slow to start, but that the last few 
days of the convention were when 
the buyers really began to order. 
“I was very impressed at the num- 
ber of distant buyers,” he said. 
“Some of them came from as far 
as Portland, Ore., Phoenix, Ariz., 
El Paso, Tex., with a great many 
from the San Francisco Bay Area, 
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the shape 
of profits 


@ Maybe you didn’t know profits have a shape. 


’ 


But, did you ever hear of. profits being in “good shape?” That will be the shape of profits for 
Fortune dealers next fall because they have a complete, distinctive selling plan that “shapes up” for 
more sales and extra profits. Included are seven full page color ads in Collier's and Pic, illustrating 
Fortune's top styles for fall. The four traffic-stopping window displays shown above. And a 
host of other point-of-sale aids that insure extra sales. Write-today if you're interested in 
Foutune's plan for profits. Richland-Davidson Shoe 


Company, a division of General! Shoe 


Corporation, Nashville 1, Tennessee. 
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SELL KASTER 
~ with Soles 

by Rajah 


Naturally, retailers prefer a product that 
sells easier. And they approve of the judg- 





ment of makers of fine shoes in choosing 
Rajah Soles for added sales punch. That sales 
punch starts, of course, with the advanced 
styling of Rajah Soles. It follows through to 
considerations of super comfort and longer 
wear. The resulting confidence in the Rajah 
name is felt alike by shoe customer and shoe 
salesman. It has proven a friendly bond that 
makes selling easier. 
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SUMMER SHOES BEGIN 
TO SELL IN NEW YORK 


“‘Berrer weather is helping busi- 
ness,” New York shoe retailers re- 
port, although they go on to say 
that there still is “no real life in 
business” and, as a_ result, a 
smattering of everything is selling. 

Plain pumps; a variety of strap 
shoes including instep, ankle, 
wrapped ankle; oxfords; and tail- 
ored types are best selling patterns. 
In casual shoes, raffia and sisal high- 
heeled wedges with an ankle strap 
lead in sales. High-heeléd cork 
soled wedges are also attracting 
sales, and multicolor kid, gabar- 
dine, suede in flat-heeled play shoes 
are selling well, while combinations 
of smooth leather and suede as well 
as gold flats are in demand. In gen- 
eral, best selling play shoe types 
include sandals, ankle straps, ballet 
types, wrapped ankle straps. 

All-over white and spectators are 
beginning to sell in the greater num- 
ber of stores. White linen pumps to 
be dyed and ankle strap shoes with 
closed backs and toes, taking up to 
a 34-inch platform may indicate the 
trend in Summer shoes. One buyer 
reports sales of linen and mesh 
shoes in white combined with red, 
green, blue, black or brown, while 
another shoe buyer reports action in 
gold and white suede instep strap 
sandals with a one-inch platform 
and white suede with a gold plat- 
form of 14-inch in ankle strap and 
sling types. White oxfords with 
matching tailored white handbags 
are also selling well. 

Conventional classic spectators in 
brown and white are leading early 
sellers according to the majority of 
shoe buyers. Sling pumps with open 
toe and heel on a 14-inch platform 
are runners-up. After brown and 
white, white combined with navy, 
green, blue sell best. One shoe store 
reports action in white combined 
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with black. 

Buyers agree that sales of colors 
are highest in navy blue calf and 
suede in a variety of patterns, black 
suede, red calf, green calf and 
suede, balenciaga suede, avacado 
pear suede and calf. These colors 
in closed pumps, ankle straps and 
sling pumps with closed toe and 
open back are in demand. 

Some action in colored kid shell 
pumps in pink and royal blue with 
matching handbags has been noted 














KC... be nimble 


better be quick 
in little “Elf-eez”* 


Flexible, soft suede sandals with fightweight 
crepe rubber soles and on elastic band 
over the instep. Just the right litle shoe for 
c long summer of play. By Jayrich in black, 
red, white, blue, tan or green. 

Girls’ sizes 2 to 9, 2.00 Lord & Taylor 
The Young People’s Floor, Seventh 

Also ot Manhasset ond Westchester 

sede Mort Re 











“Better be nimble; better be quick,” 
said Lord & Taylor, New York, when 
offering their pixie “Elf-eez" to vaca- 
tion-minded customers. 


as well as some action in black 
patent leather. 

Cobra shoes sell best in dressy 
opened-up types such as the sling 
and ankle strap pump. In this ma- 
terial, red and green are most popu- 
lar in demand. 

* * * 


WEATHER AFFECTS 
ST. LOUIS SALES 


“‘T nere’s nothing wrong with the 
shoe business in St. Louis that warm 
Spring weather and clear sunny 
skies would not cure,” a leading de- 
partment store shoe buyer told the 
RECORDER recently in describing the 
tempo of selling during the latter 
days of May, “but with a continua- 
tion of the damp gloomy days 
which have been characteristic of 
early May we stand to close out the 
month with a dollar volume rang- 
ing from five to 15 per cent below 
‘the same period of a year ago.” 

Supporting the words of this 
buyer and similar opinions ex- 
‘pressed by other shoe retailers here 
is the increase in store traffic which 
takes a healthy spurt every time the 
weather changes for the better. 

One of the larger women’s shoe 
departments anticipated its dollar 
volume might even be still further 
off percentagewise, because of ab- 
normally heavy sales during May, 
1947 when it promoted a carload 
lot of play shoes. 

While dther shoe buyers in down- 
town St. Louis voiced similar ap- 
praisals of May selling some of 
them expressed a note of optimism 
on the early movement of whites. 
“From the way they have started,” 
one buyer said, “they show promise 
of making it a white year from the 
standpoint. of the Summer shoe 
business here.” 

Keen interest also has been mani- 
fested on the part of the feminine 
consumer in gold, shoe men report, 
especially in pumps and ankle 
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straps. Because of the sales impact 
of casuals in white and the sudden 
demand for gold, some retailers 
fear that they may have under- 
bought in these types, although with 
heavy inventories generally, caution 
continues to dominate the buying 
habits of practically everyone in 
the shoe business here. 


BALTIMORE CUSTOMERS 
LIKE PLATFORMS 


PLATFORM sole slingback shoes 
have won the hearts of Baltimore 
women shoppers and are here to 
stay, at least for the time being, 
according to the buyer in one 
of Baltimore’s larger department 





stores. Although Paris decrees the 
built-up look. there is a wary ac- 
ceptance of it in Baltimore except 
among the fashion-minded women 
and the high style girl who takes 
her cue from Vogue and Harper’s 
Bazaar. Volume business here was 
equal to 1947 and slightly better, 
according to reports from various 
stores. Gold kid wedge sandals are 
selling steadily. 

Navy blue suede and black suede 
footwear are still leading in sales 
with calf and patent falling behind. 
Patent shoes, particularly, were dis- 
appointing for Spring, according to 
one shoe buyer. 

Philip Parker, buyer at Schleis- 
ner’s which specialize in high style 
nationally-advertised shoes said: 

“T believe the opera pump is 
gradually coming into importance. 
I look for it to be a prominent sell- 
ing item for Fall. The closed toe 
and back in the plain opera-classic 
simplicity in suede material. Gold 
is very important, in gold kid in 
the low wedge sandal.” 

“People like to look at the closed 
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“There'll be gold on them thar 
streets,” said Hess of Baltimore, offer- 
ing matching sandals and handbags to 
their customers. 





shoes but when they try them on, 
they want the open toe,” was the 
comment of another buyer. “They 
miss the freedom of the open toe.” 
Attendant on the enlargement of 
Hess’s first floor (Howard Street) 
casual shop, was a window display 
featuring pastel fabric play shoes 
in white, black, pink, green, violet, 
and yellow. Already black canvas 
models have been re-ordered. 


* * *% 


BLACK, WHITE LEAD 
IN MIAMI 

Buack continues to be in high fa- 
vor in Miami, with white becoming 
more popular every day. Usually it 
is the all-white shoe that leads in 
volume sales in this area at almost 
any season of the year. The resort 
season just drawing to a close has 
been unusual in that black was so 
much in demand. This is in the bet- 
ter shoe shops. In the popular 
priced lines and chain stores the 
picture is in reverse and it is the 
white shoe that is and has been 
selling best. Color is in demand, 
with red leading in sales. Gold kid 
started out early in the season to be 
important and continues to be good. 
It is still selling well and is expected 
by local shoe men to continue good 
throughout ithe Summer. This ap- 
plies to both dress and casual shoes. 

A survey among local buyers 


does not indicate that the open toe 
is on its way out. True, more and 
more closed shoes are being sold, 
but it is not felt that they will be- 
come too popular and replace the 
open toe models. Every gathering 
of fashionably dressed women 
shows an increase in closed toe 
shoes, But, as one dealer expressed 
it, “These are the extra shoes a wo- 
man buys.” 

Heels continue to be high with a 
few of the Louis models selling. In 
a few instances we find that the lav- 
ishly decorated heel is being 
pushed, but so far only the more ex- 
clusive shops are handling such ex- 
otic creations. 

Platforms are still active, but not 
as much as they were- several 
months ago. 

All buyers are quiet about the 
new high button shoes or spats. 
They point to the occasions in the 
past when spats were introduced in 
this area, and the dismal failure of 
all such attempts. They are predict- 
ing an increasing demand for ankle 
decorative features such as straps, 
plain, crossed or trimmed. Both 
ankle and instep straps are popular. 
Not only does the longer skirt create 





a demand for ankle decoration, but 
the influence of the ruffles, bustles 
and other skiri trimming is reflected 
in the dressy treatment of the shoe 
back. The trend is toward more and 
more fancy back trim. 

There is a growing demand for 
the fancy sandal or casual shoe. 
One of the most popular lines 
down here has been the gay sisal 
sandal. These are colorful and 
blend well with Summer pastels. 
Most of them are offered with a 
wedge heel and platform sole. With 
a matching: bag, any woman feels 
that she is well turned out for Sum- 
mer. They offer comfort and chic, 
and are not too high priced. 


Boot and Shoe Recorder 





"The United Finishing Specialist 
Shows Us How to Finish the Different 


4 


Leathers Coming Through”. . . 


“EVERY DAY a wide range of shoes using 

different leathers comes through our finishing 

room... and we look to the United for the 

help of its finishing specialists. In this way we 

secure a more uniform final finish—more uni- 

form lustre — on our complete line.” 

More and more finishing room foremen are 

relying on the United Finishing Specialists for PRODUCTS 
help in solving their difficult problems. OF 





If you have a finishing problem ... call for 
a United Finishing Specialist. B B CHEMICAL CO. 


FINISHES FOR UPPERS * BOTTOMS © HEELS © EDGES 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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One shoe merchant expressed in 
a few words just what the shoe buy- 
ing public is interested in right 
now; said he, “We are passing 
through a levelling off period; wo- 
men want good looking dressy 
shoes, but they must also be conser- 


vative.” 
cm ~ ~ 


CHICAGO STORES PROMOTE 
SUMMER SHOES 


Guicaco weather during early May 
wasn’t particularly conducive to 
buying of Summer shoes, but there 
have been extensive promotions 
along these lines. A long siege of 
rainy days has cut into sales and re- 


tarded business in style lines, but 
bright sunny days have been par- 
ticularly encouraging with good de- 
mand for whites, spectators and 
sandal types in bright colors. 

Marshall Field started its Sum- 
mer shoe promotions with a full- 
page of whites in spectators, san- 
dals, pumps, platforms, wedgies, 
ghillies, oxfords in calf, suede, buck 
kid, in spike heels, high heels, med- 
ium heels, Cuban heels and wedge 
heels. The fact that the right white 
shoes for every occasion were avail- 
able was stressed. 

Colors continue to be important 
in both sales and promotion. Cobra 
is particularly popular, with Chas. 
A. Stevens & Co. offering a sandal 
and bag combination. Colors of- 
fered were topaz, emerald, ruby, 
rose quartz, lapis lazuli, and ame- 
thyst. Joseph Salon Shoes is featur- 
ing “Picasso Colors” in muted color 
combinations of black suede high- 
lighted with gunmetal navy, navy 
suede with blue kid, cocoa suede 
with brown and beige kid, and white 
suede with gold kid. 

Clearance sales are beginning to 
become an accepted part of the re- 
tail picture again. They have been 
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particularly noticeable in salon-type 
stores, which report good response. 
Several of these sources not only 
advertised their sales, but returned 
to prewar customs of sending regu- 
lar customers advance notices. 


* * * 


UNSETTLED CONDITIONS 
AFFECT DETROIT SALES 


S Hor conditions in the Detroit mar- 
ket are the most unpromising the 
industry has seen since the days of 
rationing, because of the prevailing 
unsettled industrial situation. While 
the threatened national railroad 
strike sounded sharper warning for 
Detroit than for any other city be- 
cause of its industrial concentration, 
the start of a well-publicized strike 
at Chrysler plants, which was ex- 
pected to keep some 75,000 out of 
work perhaps for a long time threw 
the jitters into the retail trade here. 
Consumer buying dropped off 
sharply as the deadline for the 
strike approached, and the general 
atmosphere was close to that of a 
pre-depression era. 
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The vogue for color in footwear is 
exemplified by this ad of Joseph, Chi- 
cago, featuring gay Picasso colors. 


Retailers themselves have been 
hesitant about buying stock in this 
area for some few weeks. Invento- 
ries generally are heavier than a year 
ago, and that in itself has discour- 
aged wholesale sales of shoes. 

Actual wholesale sales appear to 
be holding their own on volume and 
pairage in many lines—but as the 
result of a paradoxical expansion 
into new retail outlets. The contin- 
ued appearance of new stores has 
been an important factor in the 
neighborhood picture around De- 
troit, and to a considerable extent 
upstate, for the past 18 months— 
and these stores have meant new ac- 
counts for a lot of wholesale lines. 
Average buying by established ac- 
counts, travelers report, is down, in- 
dividually, about 15 per cent from 
a year ago, but the total has been 
held steady by this factor of new 
accounts. This is expected to come 
to an end shortly, however. 

Style trends are somewhat mixed, 
but dealers generally indicate a 
trend away from the conservative 


and staple lines in women’s shoes. 
This is attributed directly to the 
“new look” psychology, with em- 
phasis entirely upon fancy and 
dressy shoe types, even without any 
change in the price brackets. Indi- 
vidual factors of taste appear to run 
more to patterns than to colors at 
the moment, although a riot of Sum- 
mer colors was prevalent some 
weeks back. Emphasis is strong up- 
on black, with suedes doing out- 
standingly well. Open toe shoes are 
nearly out of the running in many 
stores, to the surprise of some mer- 
chants. 

General anticipation of a price 
movement—with opinion evenly di- 
vided as to its being up or down— 
has been another factor that has 
made buyers reluctant here, at both 
wholesale and retail levels. 
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Copper Bronze Surprise 
Hit on Coast 


[CONTINUED FROM PAGE 54] 


all of whom arrived at the tail-end 
of the show.” 

The dinner dance, held at the 
Biltmore Bowl, was very successful. 
Guests, buyers, shoe travelers and 
their friends danced to Jan Garber’s 
orchestra and witnessed a gala floor 
show. President James R. Thompson 
said a few words at the banquet to 
welcome those attending. 

The general feeling was that the 
closed-up shoe was _landsliding, 
some saying that it would only 
constitute 40 percent volume. A. W. 
Stiverts, shoe buyer for Roscil’s, 
Oakland, Calif., said: “The closed- 
up shoe is not particularly appeal- 
ing to women because it is clumsy 
looking and causes her feet to ap- 
pear larger. We find that the aver- 
age woman is conscious of this fact 
and still prefers the flattery and 
comfort of the open-toe, open-back 
platform shoe. However, I think 
many customers will buy one or 
two pairs of the new-look shoes in 
order to be fashionable.” 

Concurring with Stiverts’ opinion, 
Lloyd Barrett, owner of Neil-White 
Shoe Co., Fresno, Calif., felt that 
the women did not respond too well 
to the new look. “They want to be 
fashionable, but they do not want 
to relinquish their comfort.” In di- 
rect conflict to this, V. V. Vanden- 
burgh, shoe buyer for Meier and 
Frank in Portland, Ore., predicted 
that closed-up shoes, especially 
those with the V-throat line as well 
as those stressing the feminine, ro- 
mantic look, would gradually grow 
in popularity. 

Copper-bronze shoes were sur- 
prise hits of the show, while gold 
showed signs of declining some- 
what for Fall. The V-throat pattern, 
either with open-toe or closed-up 
completely, was seen in many new 
interpretations, some using scal- 
loped details. Ankle straps which 
can be removed for a smart pump 
effect were seen again and again, 
especially on shoes with the high- 
back. The graceful look was em- 
phasized by use of delicate cut-out 
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Children's Style Nos. 5402, 5403. 
Genuine Multi-Colored Corde. 
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work, pretty bows, elegant lines, 
ornaments, and rhinestone clips. 
Suede predominated in the pic- 
ture, and it was seen chiefly in 
black, while town brown, gray, gun- 
metal gray, dark green, and wine 
came in for a fair amount of play. 
Shoes trimmed with gold and silver 
pipings and a silver-gray piping 
were being bought but not too 
heavily. Ankle straps were seen in 
abundance, either in single, double, 


or triple straps. Several deviations 
were used on the ankle bracelets to 
create an asymmetric look. Button 
shoes, reminiscent of the high-top 
button shoes of yesteryear, were in © 
evidence as a trend. 

Men’s shoes, too, have altered 
visibly, with high-grade Scotch 
grain leathers being in high demand 
and enjoying re-orders. Dark cor- 
dovans as well as genuine cordovans 
were moving fast also, 











RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing mt Markeds 


New York 


MANUFACTURERS of women’s and children’s shoes 
in this area are feeling the effects of heavy store inven- 
tories and cautious buying on the part of merchants. 
Makers of women’s shoes, many of them in the high 
price, quality bracket, in the great majority of cases 
are not working to capacity and are filling orders for 
delivery only through the early part of July. From a 
few factories the report is 100 per cent capacity but, in 
others, the figure is as low as 50 per cent. Although 
retailers appear to prefer short term commitments, some 
manufacturers report that they are specifically advising 
iheir customers to follow this policy of placing orders 
ahead for no more than six to eight weeks. While the 
idea of shorter buying periods was already part of the 
program of a group of New York quality manufacturers, 
and was advised by them as the logical way for stores 
to be assured of a constant flow of new styles, the 
present situation is admitted to be due more to necessity 
than to choice. 

In spite of comparatively good business in their in- 
dividual factories there are some manufacturers who are 
looking ahead with considerable anxiety as to the 
results of the present cautious attitude on the part of 
the majority of retailers. These manufacturers foresee 
a sudden demand for shoes to be delivered early in 
July and the impossibility of filling these orders on 
time. With all factories shut down for the Summer holi- 
day period during July, they foresee a further delay in 
filling these delayed orders. As one of these manufac- 
turers put it, in blunt language, “The retailer is waiting 
for trouble and he’s going to get it.” 

Leading manufacturers of children’s shoes in the 
New York area report “just reasonably busy.” One re- 
ports that his factory is producing up to 80 per cent of 
capacity. Another, who has taken in a lot of new busi- 
ness, says that he is about 10 per cent ahead for the first 
four months of 1948. He reports doing a “remarkable 
business” in barefoot sandals and also having sold a 
great many punched-through oxfords. Other manufac- 
turers who have depended on staple types to keep their 
factories busy admit that they will probably be obliged 
to begin making novelty Summer shoes for children. 

Interviews with manufacturers of both women’s and 
children’s shoes show that the past two months have 
brought a general downward trend in prices. A lowering 
of the wholesale price by fifty cents has resulted in shoes 
one dollar cheaper at retail. A few instances of a drop 


66 


of a dollar or more at wholesale has brought a pro- 
portionately greater decrease at retail. A few manufac- 
turers have adopted the method of taking some of their 
top price shoes and putting them into their lower price 
category. There also seems to be a trend by a few high 
style, quality manufacturers to extend their operations 
by opening up new factories to make shoes in a defi- 
nitely lower price field. 

As to. reports on styles from leading New York 
women’s manufacturers, black, and chiefly in suede. 
constitutes up to 80 per cent of the shoes going through 
the factories at the present time. Brown follows black 
and the remaining 5 to 10 per cent is going into green. 
grey, bronze kid. a very small amount of navy blue and 
some novelty, promotional colors exclusive with one or 
two tanners and manufacturers. Re-sizing on Summer 
shoes points to a shortage in white shoes in the stores. 

Style trends in children’s shoes for Fall include the 
use of colonial buckles on dressy pumps; a V-throat 
ankle strap; a new U-throat oxford piped peasant-style 
with contrasting leather; a new monk strap with an 
apron used to shorten the effect of the vamp; a greater 
use of suede right down to ankle straps for little chil- 
dren; bronze kid ankle straps for children and misses: 
a general increased demand for dressier shoes. 


J 
Chicago 

CALLING off of two strikes, that of the railroads and 
the strike of livestock handlers which would have par- 
alyzed the already badly strike-handicapped stockyards. 
was a relief to leather and shoe markets. It meant that 
buying will probably continue on a par with recent 
price lines on hides for some time. Some hides still are 
tied up in strike-bound plants, but those available can 
be shipped, and the fact that a considerable amount 
of cattle is still being kept moving keeps the supply 
from becoming too scarce. 

Buying on the part of retailers has shown no accel- 
erated increase since the National Shoe Fair. Inventories 
on retail shelves remain high, and prolonged rainy and 
cold weather in the Midwest has kept shoppers at home 
and has not helped to move Spring and Summer styles. 
The price problem has not been solved, despite the fact 
that manufacturers contend they can afford no more 
cuts. Retailers in many quarters still insist that price 
resistance has not abated on the part of the consumer 

[TURN TO PAGE 75, PLEASE] 
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Let S This Fiddle Shank is designed to provide maximum 


strength consistent with the style of the shoe. The 


Look Closely broad heel part of the fiddle design provides lateral 
stability and the narrow waist is ribbed for full 
ata support through the arch. The toe part is flattened 








7, to eliminate excessive thickness at the ball line. 
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el | itted To maintain accuracy of curve and fit, the Vita- 


Tempering process imparts the structural strength and 
rigidity necessary for the proper support of a shoe. 
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CONSISTENCY PAYS... 


[CONTINUED FROM PAGE 54] 


shelves are crowded, valuable store space is taken up 
by shoes that shouldn’t even be in the store. The man 
is in danger of getting stuck with unseasonable merchan- 
dise. He might have to clean out some of the shoes at 
no profit or at a loss. He has a hard time keeping his 
stock clean. When you buy from many companies, you 
face this danger of overbuying. When you buy from 
one concern or two, this danger is much smaller.” Mr. 
Hultz looked up from his paper to see if all this had 
sunk in. He seemed very proud of himself. “Say, that’s 
pretty good, isn’t it?” 

“It certainly is,” Joseph agreed. 

“It’s only the beginning,” Mr. Hultz said happily. 
“This list of reasons is at least a mile long. Let us con- 
tinue with (b). It is easier to keep your stock at its 
most efficient level if you buy from one concern at 
regular periods, say once a week. Then you don’t have 
to carry a heavy stock, yet you always have what you 
want when you want it.” He looked at Joseph. “Check, 
like they say in the movies?” 

“Check, like they say in the movies,” Joseph agreed. 

“Good. We will go on to (c). You will have fewer 
salesmen calling at your store. This may seem a small 
point but a lot of salesmen can have very unhappy 
results. With more of the gentlemen of the road calling 
on you, you are in greater danger of overbuying. A 
traveling salesman can make a nuisance of himself, not 
because he is a traveling salesman, but because he has 
to sell you something to feed his starving wife and 
children. Even if you don’t want what a man is selling, 
he may pester you into buying just to get rid of him. 
This may sound ridiculous to you, but,” he looked un- 
happily and grimly at his shelves, “it happens time and 
time again.” 

“T can see that.” 

“I like you, Joseph. You don’t need too much explain- 
ing. Now (d), there is a large amount of work necessary 
in keeping a complete and effective bookkeeping system. 
If you deal with one firm instead of ten, you will have 
a good deal less bookkeeping to do. Maybe not a tenth, 
but a good deal less. You will have a much easier time 
keeping purchasing records. You will have a quicker, 
more efficient inventory system. Almost any big com- 
pany will help you install a good inventory and book- 
keeping and purchasing system if you buy most of your 
shoes from them. And they’ll help you keep it going 
right.” 

“Well, there’s not so much to bookkeeping, is there?” 
Joseph asked. 

“Ha! Wait till you have to run your own bookkeep- 
ing system. But we'll talk about that later. Let us go on 
to (e) Advertising. Your advertising will pack more 
punch if you keep pushing one line all the time instead 


of trying to push two or three or more lines. I mean, 
like if on the radio. they keep saying to you, ‘Drink 
Epsom Cola. Drink Epsom Cola. Drink Epsom Cola,’ 
you know what they’re talking about. But if one com- 
pany makes three different drinks and one day they tell 
you, ‘Shlibert’s Beverage is good for you’, and the day 
after they tell you, ‘Seven Down is absolutely the best 
drink in the world’, you'll get a little mixed up, won't 
you?” 

“I get what you mean,” said Joseph who was a little 
mixed up at the moment. “Like if instead of advertising 
Philip Morris cigarettes all the time, they advertised 
Luckies one day, and Chesterfields the next, and so on, 
we wouldn’t know which kind to buy in the end.” 

“In the end,” Mr. Hultz agreed. “So it is better to 
advertise only one line and hammer away at that with 
every cent you spend on advertising. In addition, the 
company whose shoes you are advertising often will 
get you post cards, calendars, radio transcripts, et cetera, 
et cetera, and et cetera, like the King of Siam said in 
the movies.” 

“I saw that picture,” Joseph said. “Anna and the 
King of Siam. I liked that part where he handed out 
the napkins at . . .” 

“We are not talking about movies,” Mr. Hultz inter- 
rupted. “Right now we are strictly on business. We will 
proceed with (f). It is also better to sell one brand of 
shoes because if the customer comes back and asks for 
brand “A” and you are temporarily out of brand “A” 
but have brand “B”, you will first have to unsell brand 
“A” then try to sell brand “B”. It may be even harder 
to sell “B” because the customer is already sold on 
“A”. If you have “A” in stock all the time, there is no 
selling necessary after the first sale. Do you follow?” 

“I follow.” 

“Good. If you try to sell a customer a different brand 
every time he comes in, he might get the idea you don’t 
know what it’s all about.” 

“You mean it’s easy to lose faith in a store that’s 
always switching brands.” 

“Right the first time.” Mr. Hultz beamed on his 
protegé. The door opened. “A customer. We will con- 
tinue later.” 


E-J Employees Salute Jack Heinickle 


Johnson City, N. Y.—Jack Heinickle, for the past 23 
years superintendent of Endicott Johnson Corporation’s 
infants factory, was tendered a testimonial dinner May 
11 at the CFJ Diner. About 600 employees and guests 
attended to wish him well in his new position as super- 
intendent of the company’s juvenile stitchwelt plant. 
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How to Select the 


Correct Cement 


For Attaching Soles 
Like These* 


© When Soling materials 
cre to be adhered to a stitched on 
midsole of the same material 


Outsoles of synthetic 
rubber or crepe can be 
attached with Supergrip Sole 
Attaching Cement to midsoles of the 
same material. An easy spreading Supergrip | 
cement for hand application to both units is ideal. pleted in the Goodyear Impr 
Attaching is completed with Goodyear Sole Machine Model F, fitted Ww 
Laying or Cement Sole Attaching equipment. ae pe : 
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Strikes Hold Spotlight at Hide Group Meeting 


Two-Day Annual Meeting of National Hide Association in St. Louis 
Echoes with Speculation as to Outcome of Threatened Strikes. 


ST. LOUIS.—AIl other problems, perplexing as they 
may be, were strictly secondary to the two main topics 
of the day—the packinghouse and rail strikes, which 
threatened to strangle the industry, at the two-day an- 
nual meeting of the National Hide Association here in 
St. Louis. 

With shrunken production on the one hand from 
a packinghouse strike that has already been going on 
for weeks, and a threatened rail strike that would pre- 
vent delivery of hides, even if they were available, the 
the consensus among hide men at the conclave was that 
this double blow might eventually result in “slow 
death” for a number of hide firms. It was also contended 
that this condition could become “contagious” and 
spread to tanneries and shoe factories. 

There was a lot of speculation as to the outcome. It 
ranged all the way from quick settlement of both strikes 
to long-lasting shutdowns that would put the industry 
into “bankruptcy.” Many took what they called the 
“sensible” view—that time will take care of everything. 
The more pessimistic felt that time had already had its 
chance as far as the packinghouse strike was concerned, 
and that something should be done to speed up settle- 
ment of the dispute. 

Fortunately for the industry, larders have been pretty 
well stocked and demand somewhat lacking, but one 
spokesman for the trade pointed out that such a condi- 
tion can’t last forever. “New shoe styles and promotions 
to increase footwear wardrobes may soon come into 
their own in an effort to bring shoe consumption closer 
to 500-million-pair-a-year production,” he said. 

The threat of a rail strike reduced attendance to some 
extent at the two-day NHA meeting, but, nevertheless, 
members from a dozen different states made the trip by 
automobile in order to be sure of getting back to their 
hide plants. 

One of the things stressed at the meeting was quality. 
“You will increase your profits and build up a steady 
demand by improving the quality of the hides you offer 
tanners,” John K. Minnoch, editor of the Chicago Daily 
Hide and Tallow Bulletin, told the gathering. “By such 
practice, everyone in the industry will benefit right 
down to the consumer who will be better pleased with 
the leather in his shoes. It is only by quality leathers 
that substitute materials will remain on the sidelines. 
Makers of synthetics are constantly striving to improve 
their products. So must hide men, tanners and shoe 
manufacturers who specialize in all-leather footwear. 
We must follow the consumption line of thinking, more 
and more. That is already evident, with surplus stocks 
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of shoes on retail shelves.” 

A. J. Fingulin, executive director of the National 
Hide Association, referred to the increasing tendency 
toward the production of synthetic substitutes for lea- 
ther as “competition we can’t overlook.” He pointed a 
warning finger at hide men and told them to do every- 
thing possible to improve their product. The possibility 
of an all-synthetic shoe may not be as far fetched as 
some might imagine, he stated, calling attention to the 
face that certain sources are already at work trying to 
develop such a shoe. Mr. Fingulin said that startling 
advances have already been recorded in synthetic soles. 

He urged his organization not to follow the practice 
of supporting restrictive legislation in its fight against 
competition, but rather to follow the line of product 
improvement. “Already we have a product improvement 
program underway. There is no time to waste with com- 
petition as keen as a razor’s edge. We will team up 
with the National Independent Meat Packers Associa- 
tion in an effort to put into practice a plan of small 
packer hide improvement.” 


Improved Hide Standards 


Samuel H. Hodges, Boston, retiring president, told 
the members attending the annual meeting that the 
Tanners’ Council has given its assurance of cooperating 
in NHA’s program to improve hide standards, particu- 
larly as they pertain to small packer hides. “By enab- 
ling small packers to produce a better hide, we will be 
helping them also to make more money.” Details of the 
plan are still being worked out, but it embodies sending 
men all over the country to aid small packers in the 
proper methods of take-off, salting and trim. Other 
plans in the wind embody cost studies to help hide men 
to eliminate uneconomic practices in handling hides, 
plans for group insurance at low rates, which may be 
unavailable to you now, and plans for co-operative 
methods of buying needed supplies. 

William G. Mueller, Jr., president of the American 
Packing Company of St. Louis, told NHA members of 
the prime need for setting up a co-operative plan under 
which operating practices could be outlined to small 
operators, so as to be sure they followed accepted 
methods under proper supervision. He urged them to 
improve the take-off of small packer hides, which would 
eventually mean improved leather. He emphasized the 
fact that the success of such a hide improvement pro- 
gram will depend largely upon the availability of quali- 
fied men to do the instructing. 
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BASS OUTDOOR FOOTWEAR 


The BASS name attracts th ds of sports-minded cust: s into 
your store every year...and BASS OUTDOOR FOOTWEAR, with 
fine, weatherproofed leather, long-wearing performance, and 
complete comfort sends them away satisfied and sold. 








Since 1876, the continuing BASS policy has been 
“to build the best possible shoe for its purpose” 


That's why you sell so many Bass Quail Hunters... Bass Ski Boots... 
Bass Sportocasins ... and Bass Weejuns 
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SHOES IN THE NEWS 





Winthrop’s new “Mile-Hi” sole. Highest leather-bottom sote 
on the market, introduced at the National Shoe Fair to meet 
the sweeping demand for bolder men’s shoe styling. A com- 
bination of three soles, it has a leather outsole and a thick- 
ness of 36 irons. 

The pattern shown above is a reverse seam, straight tip 
blucher oxford in golden scotch grain leather. An additi 
reverse boo er seam on the quarter, natural welt, white 
sole stitching and a stitched heel seat increase the shoe’s 
rugged appearance. It will be promoted primarily as a young 





. man’s shoe, aiming especially at the high school and college 


set. 


WITH the increasing importance of lounging and at- 
home costumes, many attractive indoor sandals are 
being sponsored in manufacturers’ Fall lines. These 
shoes, which complete the air of informality felt in the 


Indoor sandal of suede 
leather backed with felt on 
a wrapped platform with all- 
over suede sole. Available in 
a number of colors. I. B. 
Kleinert Rubber Co. 





clothes, are attractive accents to a variety of costumes 
including casual slack suits, full ballerina skirts and 
informal dinner and hostess dresses. Because of the 
comfort as well as flattery to the foot, shoes like those 
shown here are well suited to these indoor costumes. 





These three models from the Fall line of shoes for boys by 
Gerberich-Payne typify the new heavier look wanted by boys 
of all ages. Left to right: The popular moccasin blucher: 
two-eyelet “Chukka-Moc”; moccasin treatment on a ghillie. 
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Here’s a shoe with a Celastic box toe that was imbedded 

in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours . . . further evidence of 
the support and durability which Celastic gives the toe of the 


shoe in wear. 


Uniteo SHoe MacHinery CorPORATION - BOSTON, MASSACHUSETTS 
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WINDOWS THAT SELL SHOES! 


Sparkling-clear, Plexiglas shoe display sets 
produce more «ales. 


Set illustrated 


25 pieces complete 
Satisfaction 518 Guaranteed 


Order by number Set K-12 


Write for catalog “MODERN DESIGN ON DISPLAY” 
Representatives in Principal Cities 


ROGER KENT COMPANY... Plastics 


211 N. Seven 


th SE: St. Louis 1, Mo. 








Walk-Over Opens New Store in Utica 


Utica, N. Y.—Designed in a Fifth Avenue manner, the new Walk-Over shoe store 
which opened recently in a new location at 208 Genesee Street where it has double 
the capacity of its previous location. Harry Weiss is manager. 

Swedish marble is used for the front which is constructed with a stainless steel 
marquee. Windows give a complete visible effect with a large plate glass door for 
the entrance. 

The interior is of mahogany, with lighting recessed to give maximum illuminc- 
tion without glare. A large mirror gives the effect of a store twice its size. 
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Colored Shoes For 
Children Selling 


CHEYENNE, WY0O.—Colored shoes 
for children have been well received 
this Spring season, it is reported by the 
Cheyenne Shoe Store at 202 West 17th 
Street, here. A best-seller, it was said, 
has been a red baby elk, strap loafer, 
with cross-cross strap vamp and white 
stitching, for girls six to 10 years of 
age. 


Variety Features 


Back-to-School Shoes 


[CONTINUED FROM PAGE 47] 


straps—these will continue to sell for 
this school season and every season. 
They’ll sell smoked elk, in tan elk and 
in brown elk, in suede and in combina- 
tion. Dress types will continue to 
appear in patent, and the newer colored 
suedes, alone or with contrasting trim. 
Alligator prints will have their place, 
again in all-over patterns or as trim 
on suede. 

What is most important, however, is 
that manufacturers continue to put em- 
phasis on the fit and wearing qualities 
of the shoes they offer the younger 
customer. Lasts are a continuing source 
of study and improvement so that the 
youngster of today can grow to adult- 
hood on healthy, sturdy feet. 
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MANUFACTURING AND MARKETS 


[CONTINUED FROM PAGE 66] 


and shows no inclination to do so. The feeling is pretty 
general that shoes in the $10.95 to $15.95 bracket are 
going to fare best this Fall, providing they meet quality 
standards being insisted on by consumers. 

Some manufacturers are planning further restyling 
of their lines as the result of reactions at the Shoe Fair. 
They found that retailers were looking not only for 
shoes with quality selling points, but also for pro- 
motional items. One spokesman points out that “promo- 
tional” does not mean price, but a combination cf 
quality, value, and style factors that give the retailer 
something to talk about. 

The June 6 to 9 showing of the Shoe Travelers Asso- 
ciation of Chicago at the Morrison Hotel is expected to 
help to stimulate local buying by retailers. Since these 
showings draw not only from the Chicago area, but 
also from surrounding states, a number of smaller re- 
tailers are expected to attend. In many instances, re- 
tailers with smaller stores are in a better position to 
order freely than are buyers from department stores 
where merchandise managers are insisting that they 
clear out existing stocks before making any major 
commitments. 


Nt. Louis 


LATEST word from the manufacturing front has it 
that some of the gloom building up at the Chicago Fair 
has been washed away by the tempo of selling at re- 
gional shows and by salesmen in their territories. A 
report coming in from one of the larger specialty 
manufacturers on the Augusta, Georgia show was highly 
encouraging, although other producers stated that buy- 
ing was far from that anticipated. The Dallas show, 
according to the report of one spokesman, had shown 
promise. 

Generally, buying at regional shows was spotty. A 
spot check of manufacturers revealed that results were 
good in some parts of the country and very mediocre 
in others. At some the movement of footwear has been 
in others. 

The Mid-Continent show at Oklahoma City reputedly 
produced a volume about equal to a year ago, while 
the Michigan show, according to manufacturers, pro- 
duced heavy selling in children’s shoes and play shoes. 
The current level of prices at these shows, reports in- 
dicate, did not seem to dampen the spirit of buyers. 

New styling in feminine footwear, apparently made 
a strong appeal to Southwestern buyers and succeeded 
in overcoming much of the caution which had been 
expected. 

At the Kansas City show attendance was considerably 
below a year ago, and visiting shoe men appeared to 
have the same look-see but not-buy affliction from which 
they were suffering at the Chicago Fair. 
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WIDER 
PLATFORM 


The one-third lower PRIMEX< step (only 

8% inches high) together with the 50 per 

cent. wider platform space means added 

safety and convenience for your customer. . 

better selling facilities for your salesmen. 
Also, Primex’s reduced overall size, 

only 38 inches high and 20 inches wide, 

is a triumph in space-saving compactness. 
PRIMEX offers many new and 

inviting features to expedite 
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shoe sales. Write for full particulars. 






EQUIPMENT CO. 
135 So. La Salle Street Dept. BS-6 
Chicago 3, Illinois 





Stop Traffic with 


Accessory Promotions 


[CONTINUED FROM PAGE 51] 


teamed with many color combinations. 

Combinations of suede or smooth lea- 
ther with reptile; suede with smooth 
leather or bronze; two-tones of one lea- 
ther, all lend themselves to coordinatior 
with matching or contrasting handbags, 
gloves. 

Handbags, smaller and daintier thar 
this past season, fit promotions for they 
carry out the more feminine feeling in 
shoes. Many combine contrasting lea- 
thers and are piped or trimmed to 
match the shoes. When purchasing your 
handbag stock, be certain to include the 
high fashion styles which are deeper, 
smaller with a firmer, flatter base; tail- 
ored bags to go with your tailored 
walking shoes; shoulder bags for utility 
use. 

Gloves can be very important if you 
carry out complete promotion ideas. 
Glacé kid and other smooth leathers 
have returned to the high fashion de- 
partments with black and dark tones 
especially strong, while glacé kid in 
gray, cocoa, beige will be worn with 
dressy tweeds. Glacé is the new note to 
be promoted to attract the style-con- 
scious woman. 

In more formal materials, bronze kid 
or patent, satin, moiré, faille are still 
fashion items. Because bronze is pretty 
when worn with black, brown or navy 
ready-to-wear, this grouping should be 
played up early either in all-over bronze 
or in bronze and suede combinations, 
each with matching accessories. But, 
these leathers are extra-sales getters 
and should not be excessively stocked. 

Look the market over, think of your 
customer’s needs and start with one or 
two well-planned key promotions to use 
in early Fall selling. Remember that 
shoe and accessory promotions need 
careful planning so that the merchan- 
dise concerned is interchangeable, easily 
teamed with other shoes or individual 
accessory items as glove, bag, or belt 
in order to obtain the best possible re- 
sults from all promotions. Don’t go 
overboard on high fashion color promo- 
tions unless you are certain that they 
will be accepted by your customers. 
After all, the majority of women will 
still stick to black and brown. 


W.C.S.T.A. All Set for 
Golf Tourney July 14 


LOS ANGELES, CAL. — Acting as 
chairman during President James R. 
Thompson’s absence, Walter Galvin con- 
ducted the luncheon-meeting of the 
West Coast Shoe Travelers Associates. 
New ideas on how to increase the or- 
ganization’s associate membership as 
well as membership were presented by 
Rex Dickinson, chairman of the mem- 
bership, who is beginning an aggressive 
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In shoe and department stores from coast-to- 
coast... customers look for the Trimfoot Man. If 
your store hasn’t yet appointed a salesman to 
check Trimfoot stock and make P. M. reports, 
why don’t you ask your boss for the job? You'll 
find being a Trimfoot fitter means extra sales and 
profits for you. Your shoe sales will increase, too! 

Trimfoot Appliances offer quick foot relief... 
yet fit daintily into the smartest shoe. Write to 
Trimfoot today—let the Trimfoot Man from 
Farmington tell you how to bring bigger profits. 


@ 





APPLIANCE PRODUCTS DIVISION 


TRIMFOOT COMPANY + TRIMFOOT TERRACE - FARMINGTON, MISSOURI 





campaign for this purpose. 

Plans were discussed for the golf 
tournament which is being held at the 
Lakewood Country Club in Long Beach, 
Cal., on July 14th. Dave Klinesmith, 
secretary of the Associates, said that 
reservations are pouring in. 

The following new members were ad- 
mitted into the association: E. Manny 
Eisen, Los Angeles, California Shoes, 
Ltd., Los Angeles, Calif.; Sam Lapidus, 
Los Angeles, American Girl Shoe Co., 
Boston, Mass.; Paul E. Johnson, Pasa- 
dena, Calif., Joyce Inc., Pasadena; Har- 
old Foster, Los Angeles, Kimel Shoe 
Co., Boston, Mass.; R. M. “Bob” Crews, 
Los Angeles, Naturalizers, Brown Shoe 


Co.; William Duga, Los Angeles, Bone“ 
Dry Shoe Co., Tacoma, Wash.; Bayard 
Ryder, Los Angeles, Ryder of Cali- 
fornia, Los Angeles; J. V. Todd, Los 
Angeles, Health Spot Shoe Co.; S. B. 
Cropper, Columbus, O., Selby Shoe Co. 
(Physical Culture Div.); Milton M. Cox, 
Los Angeles, H. J. Justin & Sons, Inc., 
Fort Worth, Tex.; A. E. Ferguson, Alta- 
dena, Marshall, Meadows & Stewart, 
Auburn, N. Y.; Vic H. Dressen, Port- 
land, Ore., W. L. Douglas Shoe Co., 
Brockton, Mass.; Nathan Hack, Los 
Angeles and Detroit, Mich. 

New associate member is Chet Smith, 
Portland, Ore., of Eastern-Columbia 
Department Store there. 
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Alumigrid hides unsightly ceiling installations 

Here is the perfect ceiling treatment for modernization work or for new 
construction. Alumigrid is securely suspended and anchored from the 
ceiling over-head without altering existing elements. It conceals un- 
sightly beams, pipes, and out-of-date electrical systems. 





Alumigrid reduces costs of ceiling maintenance 
Ceiling pointing and redecoration are reduced to a minimum. 4-ft. 
square units weigh only 10 pounds and are supported by a frame- 
work of aluminum rails. Individual units can be quickly lifted to one 
side for maintenance work on pipes, sprinklers, wiring, lamps. 


SEE OUR EXHIBIT 

STORE MODERNIZATION SHOW 
Grand Central Palace 

New York City—July 6th to 10th 


the Decorative 
Modern Ceiling 


Kawneer’s Aluminum Louvred Ceiling 


creates a Modern Store Atmosphere 
A handsome Alumigrid ceiling will bring striking individuality 
and richness to your store. 

Its clean-lined and rich appearance add distinction and 
luxury to any interior—while hiding from view unsightly and 
complicated overhead installations. Its eye-appeal is further 
enhanced by a soft, satin-like finish. 

illumination through this modern ceiling is exceptionally 
uniform and effective. 

its many squares diffuse and reflect light downward to pro- 
vide pleasant, non-glaring illumination throughout the interior. 
Its light diffusion factor is increased by iis satin-like finish. 

Alumigrid is available now. For more detailed information 
about this truly decorative modern ceiling, fill out and mail 
the coupon below. Kawneer factories are located in Niles, 
Mich., Berkeley, Calif., Lexington, Ky. 


Kawneer 


SALES-BUILDING 
STORE-FRONTS 
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The Kawneer Company 

q 317 N. Front Street, Niles, Mich. } 
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All in stock for 
immediate delivery 





THE G-FEATURE LINE THAT MEANS 
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Sled 


1. Combinazion last for comfort, fit; 2. All-kid line for 
wear, comfort, looks; 3. Lock-stitch construction for 
wear; 4. Long inside counters for support, comfort. 


Here’s a trade-building line: 7 
arch-type styles in sizes 4 to 10, 
A to EEE, all in stock. Fit those 
comfort-seeking women fast and 
right; they’ll be back for more. 
Made to retail from $5.00 to $6 
—a great line for the price-resist- 
ing market ahead. 
Send for catalog. 
Samples on re- 
quest. Write or 
wire your needs to- 
‘sy day. (Newspaper 
mats available on 
request, free.) 


@ = Style 6007 
Black Kid 4-eyelet 
Gypsy Oxford, 14/8 heel 
with rubber top lift. 














Philadelphia Merchants 
Re-elect Stanley Berger 


PHILADELPHIA—Stanley C. Fer=er, 
M. W. Locke Shoe Shop, was re-elected 
president of the Philadelphia Retaii 
Shoe Merchants Association at a meet- 
ing held last month at the Adelphia 
Hotel. A year ago he was instrumental 
in bringing this group into being. Mr. 
Berger is former president of the Mid- 
dle Atlantic Shoe Retailers Association 
and is well known to members of the 
shoe industry for his efforts in helping 
to find practical answers to many prob- 
lems with which shoe retailers have 
been faced. 

At this meeting, members were en- 
thusiastic in their comments on what 
belonging to this organization the past 
year has meant to them. All types of 
problems had been brought to the at- 
tention of the group resulting in work- 
able solutions. Members received advice 
on labor troubles in specific cases. Ad- 
vance notice of styling, information on 
market conditions, suggestions as to 
buying and pricing were among the im- 
portant subjects covered. 

In summing things up, Mr. Berger 
said, “The general outlook for Fall 
business is good. More people will te 
spending money because of lower taxes. 
It is likely that more of this money will 
be spent on shoes priced around $10.00 
a pair rather than in the higher priced 
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MONROE BROTHERS & COMPANY. 


835 N. 19th ST., 
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brackets. This is due to family budgets 
which control the cost of shoe pur- 
chases and make the person buying for 
several members toe the line when 
spending. 





STANLEY C. BERGER 


“Profit margin is getting so small, 
due to increased costs of doing business, 
salaries and other maintaining ex- 
penses, that unless the cost of manu- 


actured shoes comes down, retailers 
will be forced to increase prices. They 
will not be able to maintain the price 
level. The 25 cent to $1.00 increase 
has already been absorbed, so that from 
the present point of view, the retailer 
finds it impossible to lower prices for 
Fall.” 

Other officers of the association are: 
vice-president, Abram I. Spector, Dial 
Shoe Stores; treasurer, Gerald Gellady, 
Ansonia Shoe Store; secretary, Benja- 
min L. Finn, Ankle-Aid Shoe Co. 

Directors are: Irving Lewis, Enzel 
Shoe Store; Nathan Stern, Mary Jane 
Shoe Store; David Goldstein, Goldstein’s 
Shoe Store; Louis Dunoff, Dan’s Shoe 
Stores; M. Strauss, Abram’s Hardwear 
Shoes; Moe Sussman, Royal Shoe Mar- 
ket. 


Washington Newsreel 
[CONTINUED FROM PAGE 38] 


A Republican-sponsored bill which 
would clip the wings of the Administra- 
tion in this regard seems destined to 
become law. The measure would extend 
the tariff cutting powers for a one-year 
period rather than the three years 
requested by the President, and would 
give Congress a veto power over tariff 
changes not approved by the Tariff 
Commission. 
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Caution Typifies British Industry 


Tue general standard of shoe and boot business in 
Britain continues to be characterized by reluctance on 
the part of buyers to commit themselves beyond cover- 
ing urgent requirements. Cautious approach is a feature 
of current trading which does not lead to any improve- 
ment in the unsettled state of mind that pervades all 
sectors of trade. Much of this is due to the uncertainty 
that is still apparent in regard to prices, which in the 
case of sole leather are in the majority of instances 
still awaiting decision from the Board of Trade. In addi- 
tion shoe manufacturers @re also faced by a falling off 
of orders which is ascribed to various reasons, one of 
them shortage of coupons. 

The export side of business, especially with regard 
to the sole leather section, does not look too promising 
either, following the removal of the British leather 
subsidy. 

Tanners who have planned for a development on 
this side of business are faced with a serious obstacle 
in the matter of prices from entering world competition. 
Increase in the export price of Argentine quebracho 
extract has now been announced which will bring the 
price of this commodity to double that of prewar. 

There is no news of any further purchasing of wet 
salted hides in the Argentine, and it will be some time 
before the recently completed deal will have any effect 
on the import side of tanneries. 


NSTA Chief Flies to Meetings 


[CONTINUED FROM PAGE 55] 


prices were going to remain very firm for the balance 
of 1948. To make °48 a big year for the shoe industry, 





I suggest joint planning and a closer coordination 
between retailers and factory representatives. Retailers | 
must remember that it takes time to make good shoes. | 
Six months production can not be made in a few weeks. 
Place your orders now to secure the maximum of qual- 
ity and service. 

“Recently I was asked to. speak on the Foster Parents 
Plan for War Children, Inc. Their plan is to get the 
customer to walk out in his new shoes and throw the 
old ones in a barrel to be sent to the millions of under- 
privileged people in Europe. Each of you will learn 
more about this plan in the near future from your asso- 
ciations and the trade publications. 

“A movement should be started immediately by the 
tanner, manufacturer, retailer and traveling salesman 
to counteract the misstatements being made in the press 
almost daily relative to shoe prices. 

“I recommend that you retailers adopt the slogan of 
Congressman Hartley, which is, ‘If you want to get 
more for the dollar you spend, give more for the dollar 





you earn.’” 
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COMPARE 


- +. we always say and a national shoe 

retailer did just that. At their buying head- 

quarters they engaged unbiased electrical 

and mechanical engineers to check all 

three, Adrian and the other two leading 

X-Ray shoe fitting machines, for design iZ¢ 
) 





features and durability—they engaged 
physicists and rhentgenoligists to test all 
three for safety. All reported that the 
Adrian was far superior in every way 
and recommended the Adrian as the 
machine to buy. 
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ment this national 
retailer is placing all 
future orders for Adrian 
equipment exclusively. 


: 7 Sree 
As a result of this experi- me 


hes 
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Send for New Catalog—No Obligation. 


m. B. AD & sans jeimen, 
Pad *, 
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Mr. Shoe Advertiser: 


YOUR FUTURE DEPENDS ON THIS MAN 


What are you doing to help him? 


He’s the retail clerk who sells your shoes. 
Right now, his customers are asking more 
and more questions. The answers he gives, 
or fails to give,can make or break your line 
at the point of sale. For shoes are no mere 
pick-up purchase ... the best shoe made 
cannot be sold and reé-sold unless it is prop- 
erly presented and fitted. The clerk must 
know lasts, styles, features ... his need for 
product educationis real,continuing,urgent. 


He needs help—your help. He needs it now. 
Show him how to combat price resistance 
with a strong story about quality, comfort, 
style. Tell him he's met alone in this battle 


100 EAST 42nd STREET, NEW 











for sales—that you're backing him up with 
strong advertising and sales promotion. En- 
courage him with sincere, honest, convin- 
cing, informative advertising in Boot and 
Shoe Recorder—his favorite business paper. 
Together, you can turn the spotlight of 
truth on confused public attitudes toward 
shoes . . . and light the way to a brighter 
future for the entire industry. 


Everybody in shoes wade 


BOOT and SHOE 

ecorder 
A Chilton Q Publication 
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I. Braverman Marks Sixtieth 
Year In Shoe Business 


NEW YORK.—Isidore Braverman, 
operator of W. L. Douglas shoe store 
at 2618 Broadway, in this city, recently 
celebrated his sixtieth anniversary in 
the shoe business. 

Mr. Braverman began his retail shoe 
venture at the age of 19. In 1902 he 
and his brother, Marcus Braverman, 
started the Braverman Orthopedic Shoe 
Store. 

“The more compact stock and fewer 
styles made selling much easier in the 
‘good old days’,” says Mr. Braverman. 
“No matter how much you think you 
know about retail selling, there are al- 


ways new angles and better methods of 
salesmanship that ene can learn even 
after 60 years of selling.” 

Many of Mr, Braverman’s former 
clerks and store managers are now 
successful shoe merchants 





Adds Men’s Shoe Store 


FORT WAYNE, IND.—A modern 
shoe lounge for men is being installed 
at Golden’s Men’s Wear, at Calhoun 
and Jefferson Streets, here, to occupy 
one level of the four-level store. It will 
have a basic stock of 3,200 pairs of 
shoes. The department will have a cas- 
ual design, with new fixtures and dis- 


play equipment, 


Manufacturers Bid 


On Navy Shoes 


NEW YORK—Following is a lost of 
bids on black Navy low shoes released 
May 13th at the Navy Procurement 
office here: 


Thompson Bros. Shoe Co., 50,000 prs, 
$6.74, $6.93; Stone-Tarlow Co., Inc., 
36,000 prs., $6.903; Belleville Shoe Mfg. 
Co., 40,000 prs., $6.2334; Daly Bros. 
Shoe Co., 72,336, $6.48; 72,000, $6.69; 
A. R. Hyde & Sons Co., 36,000 prs., 
$6.97; 36,000 prs., $7.11; Old Colony 
Shoe Co., 72,336 prs., $6.715; Doyle Shoe 
Co., 20,000 prs., $6.99; Freeman Shoe 
Corp., 75,000 prs., $7.21; International 
Shoe Co., 50,000 prs., $6.43; 50,000 prs, 
$6.355; 50,000 prs., $6.445; 50,000 prs., 
$6.615; Diamond Shoe Corp., 50,000 prs., 
$6.60; 50,000 prs, $6.80; Perry-Norvell 
Co., 48,000 prs., $6.52; $6.53; 48,000 prs., 
$6.61; Curtis Shoe Co., 36,168 prs., 
686; Endicott-Johnson Corp., 72,336 prs., 
$6.34; 28,472 prs., $6.48; 99,996 prs., 
$6.58; 99,996, $6.68. 

The Hanover Shoe, Inc., 60,000 prs., 
$6.87; 60,000 prs., $7.005; Bates Shoe 
Co., 25,000 prs., $6.715; 25,000 prs., 
$6.815; J F. McElwain Co., Bid #1 - 
72,336 prs., $5.59; 127,664 prs., $5.72; 
Bid #2 - 200,000 prs., $5.72; or Bid #3 - 
200,000 prs., $5.67; General Shoe Corp., 
72,336 prs., $6.32; 228,564 prs., $6.42; 
Hubbard Shoe Co., 10,000 prs., $5.79; 
10,000 prs. $6.04; 10,000 prs., 6.19; G. P. 
Crafts Co., 72,336 prs., $6.24; John 
Foote Shoe Co., 72,336 prs., $6.23; W. L. 
Douglas Shoe Co., 72,336 prs., $6.33; 
$6.635; 50,004 prs., $6.42; 178,460, $6.704 
or 228,664, $6.704; Knipe Bros., Inc., 
36,312 prs., 6.65; 3,688 prs., $6.80; Crad- 
dock Terry Shoe Corp., 172,336 prs., 
$5.92; R. P. Hazzard Co., 36,000 prs., 
$6.25; $6.40; Howard & Foster, Inc., 
40,000 $6.8275; $6.9275; Leonard & Bar- 
rows Shoe Co., 72,336 prs., $6.59; Stacy- 
Adams Co., 40,000 prs., $6.6975; $6.945; 
Brown Shoe Co., 50,000 prs., $6.39; 
$6.49; A. Freedman & Sons, Inc., 72,000 
prs., $5.95; $6.11; Knapp Bros. Shoe 
Mfg. Co., 72,36 prs., $6.375; $6.59. 

Where two or more bids are quoted, 
the alternate bids in some cases are 
based on delivery at different destina- 
tions. 


Mueller Shoe Store Opens 


DETROIT.—The Mueller Shoe Store, 
a new salon-type shop, was recently 
opened in the extreme northeastern cor- 
ner of Detroit.suburbs at 19358 Kelly 
Road in Gratiot Township, by Richard 
J. Mueller, Jr., and Vincent Kracht, 
both newcomers to the shoe business. 

Mr. Kracht is a brother of the owner 
of the Kracht Shoe Store in Saint Clair 
Shores, another suburb, where his wife 
was also formerly associated. The new 
store, incidentally, will be managed by 
the wives of the two owners, Dolores 
Mueller and Marie Kracht. 


Boot and Shoe Recorder 

































ARE DESIGNED AND BUILT 
TO KEEP LITTLE FEET 
NORMAL 


At every point in their manufacture, from 

the original last to the final X-ray inspection, 

Little Yankee Shoes must measure up to our 

basic requirement—that, when properly fitted, 

they will help keep little feet normal... If you agree 
with us that only shoes which will do that, can 

build a sound retail operation, you should 


be selling Little Yankees in your store. 











THE YANKEE SHOEMAKERS °* DIVISION OF SAM SMITH SHOE CORPORATION, NEWMARKET, N. 








French Rabbit, Fur Shearling and Electrified Lamb 


in all Colors for the Overshoe and Slipper Trade. 
Write ... Wire ... or... Phone for Quotations 


200 
CHickering 4-1898 


West 28th St 


reet 
New York 1, N. Y. 











REG. TRADE MARK 


The finest hand 
The widest color range 








THE SYNTHETIC SUEDE that has -_ the test! } he WERRY.J ANE S. 
The only Genuine 


PLASTICSUEDE 


Specified by all important Buyers 
Economical 
Immediate Delivery 


Write for swatch card (32 fashion colors) 
PINE HILL PRODUCTS CO. 
264 FIFTH AVE., N. Y. 
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g MERRYFERT roorwear inc. q 


e@ Nu-Welt Construction q 
e Elk Leather Upper 
e Leather Welting p 
e@ Oak Rubber Sole 
e Rubber Heel 4 


COLORS: WHITE, RED, 

BROWN, GREEN 
Also Available in Open Back 
} SIZES: 6-8 $1.40 


PISSS 


JZ 9-11 1.50 q 
oan 12-2 1.60 
Full Sizes Only 7 


4 
New York 3, N. Y. : 








PPISS 








Sheela’s Redecorated Specialty Shop (pens . 








Decorated in a Chinese modern fashion, Sheela’s located in Beverly Hills, Cal., 
recently reopened with footwear and accessories to coordinate with sportswear lines. 
The store is managed by Eugene Miller and carries nationally advertised brands of 


women’s shoes. 


BEVERLY HILLS, CAL. — Sheela’s, 
a women’s specialty shop at 325 North 
Beverly Drive, now features footwear 
and an accessory bar to coordinate with 
its sportswear lines. The beautifully de- 
signed store recently reopened here 
after a two-month alteration period. 

The shoe salon, decorated in a Chi- 


nese modern motif, features chairs up- 
holstered in a cane print in black and 
white and red and white. Effective color 
contrast is afforded by black walls and 
ceilings, blonde woodwork, and gray 
carpeting. A large box-like structure 
of elmwood filled with green plants 
cleverly conceals stock space. Huge star 





lighting fixture is hung from, ¢eiling 
by means of slender wires, while. pale 
yellow draperies covering one entire 
side of the salon are spotlighted by 
indirect lighting. 

Striking and dramatic facade has geo- 
metrically shaped window display cases 
appearing irregularly against a pattern 
of multi-colored bars. Small, attractive 
glass boxes are also set-up in key posi- 
tions for exterior displays of shoes, 
bags, and accessories. 

Eugene Miller, formerly with I. Mil- 
ler, supervises and manages the shoe 
and accessory operation. 





210 Associates Entertained 
By Top Stars 


BOSTON, MASS.—A crowd of about 
1,500 people attended a banquet held 
recently by the 210 Associates at the 
Statler Hotel, here. 

Highlight of the evening was a two- 
hour show, featuring some of the top 
entertainers of stage, screen and radio, 
staged and produced by Abner J. Gresh- 
ler, well-known artists’ representative 
from New York. 

Stars who performed before the mem- 
bers and guests of the 210 Associates, 
a charity organization made up of shoe 
people for shoe people, were Carol 
Bruce, singing star of Show Boat; Hal 
Leroy, tap dancer; The Acromaniacs; 
The Charioteers; Jackie Miles, comedi- 
an, who was master of ceremonies. 
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Joe Lanigan, President 
Boston Boot and Shoe Club 





Boston, Mass.—Joe Lanigan, New Eng- 
land manager for J. Greenebaum Tanning 
Company, Milwaukee, Wis., who was re- 
cently elected president of the Boston Boot 
and Shoe Club. 





Herbert L. Sommer icine 
Head of Shoes Associated 





CHICAGO. — Herbert L. Sommer, | 


president of Sommer & Kaufmann, San 
Francisco, was re-elected president of 
Shoes Associated at their annual meet- 
ing which was held recently at the 
Edgewater Beach Hotel, here. Other of- 
ficers re-elected were: Harold Volk of 
Volk Bros. Co., 
Edward C. Orr of The Potter Shoe Co., 


Dallas, vice-president; | 


Cincinnati, vice-president; Windsor Bel- | 
field of W. H. Steigerwalt, Philadelphia, | 


secretary; and William E. Morgan of 
C, A. Verner Co., Pittsburgh, treasurer. 


Shoes Associated also announced that 
Hofheimer’s, Inc., of Norfolk has be- 
come a member of their group. Hof- 
heimer’s was founded in 1885 in 
Norfolk, Virginia, as a family shoe 
store and began expansion rapidly, At 
the present time they have eight stores 
in Norfolk, Richmond, and other prin- 
cipal cities in Virginia, and six leased 


departments in Virginia and North Car- | 


olina. Their main office is at 325 Granby 
Street, Norfolk, Virginia. David S. 
Hirschler is president; Richard Hof- 
heimer, vice-president; and Walter D. 
Rosenberg, secretary. 

Other member stores of Shoes Asso- 
ciated are: Fontius Shoe Co., Denver; 
N. Hess’ Sons, Baltimore; Imperial Shoe 
Store, New Orleans; Krupp & Tuffly, 
Inc., Houston; Nordstrom’s, Seattle; 
Robinson’s, Kansas City; Wetherhold & 
Metzger, Allentown. 

Edward H. Bower is executive vice- 
president of Shoes Associated, in charge 
of the New York office located in the 
Empire State Building. Marion Palmer 
is in charge of women’s shoes and ac- 
cessories. 

The formation of Shoes Associated in 
1945 was a step unique in shoe retail- 
ing. One of the chief values the organi- 
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"There's my next pair of 
Foor Rest suoés!” 












More than 20,732,815 women read about Foot Rest Shoes 
in their favorite *national magazines this past spring and 
as many will be reading about them again this fall. 


Why don’t you get in touch with us? Find 


out how you, too, can become a K-D dealer WY, 


and profit from this powerful nation-wide 


brand name promotion. 


THE KRIPPENDORF-DITTMANN CO. 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


**Makers of women’s fine footwear since 1872” 


SHOES D 





g 
CRrecexist 
Priced at 


$9.95 and $10.95 
(a few styles higher) 


* Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselie, Woman’s Home 
Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 





zation has for its members is the free 
exchange of information between stores. 
Comparative data and experiences are 
discussed freely by store principals and 
executives at quarterly meetings held 
in different parts of the country. 

In addition, Shoes Associated keeps 
an eye on the performance of each 
store, points out trends and recom- 
mends corrective measures for the solu- 
tion of problems when necessary, 

New items and ideas are sought and 
consumer markets are analyzed so that 
each member store can best serve its 
consumer public currently and plan 
more intelligently for the future. 


Harris & Frank Stores 
Add Men’s Line 


LOS ANGELES, CAL.—Augmenting 
their top grade brands of nationally ad- 
vertised men’s clothing and furnishings, 
the Harris & Frank stores have added 
the Stacy-Adams line of men’s shoes. 

As explained by shoe merchandiser 
Jack Tuesburg, the Stacy-Adams shoes 
were placed in only seven of the firm’s 
stores at the start, but by fall all 16 
Harris & Frank stores which extend 
from San Jose to San Diego will have 
complete stocks of the shoes to round 
out the present named brands already 
carried. 
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ou’re on 
the right track 
to profit 
in selling 
boys’ shoes 
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“TREES for DISPLAY a 





STYLE F with 
choice of Brass or 
chromium plates and knobs 


In your Windows...on your 
Counters or Ledges... in shadow 
i ee xes, Pierce Display Trees make fine 
} shoes easier to sell. The last-making 
; precision of Pierce Full Wood Display 
ee Trees dramatizes quality shoemaking, 
b 4 styling and Fit. 

j . PROMPT DELIVERY —Send for complete 
catalog of Shoe Trees for RESALE and 

































ENTIRE SHOE 
INDUSTRY 











Fort Worth Ind.—The casual and slipper circle of the women's shoe department 


located on Wolf & Dessauer's renovated fourth floor is shown above. 


Play shoes, 


slippers and all types of casual footwear will be handled here. The recessed alcoves 
along the back wall are used for displaying merchandise, as are the lattice-work walls. 
Completely modern decorations and furniture are employed throughout the department. 





Walter Stern, Inc. Exclusive 
Agent For English Firm 


NEW YORK. — The import firm, 
Walter Stern, Inc., of this city, who is 
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the sole representative of the Henke 
Shoe factory in Switzerland for ski 
boots, and exclusive agent for a Cana- 
dian slipper factory, has been newly 
appointed by Stead and Simpson, Lei- 


cestershire, England, as_ exclusive 
agents for their men’s shoe line. 

The firm Stead and Simpson offers 
through Walter Stern, Inc., English 
made men’s shoes to retail at $12.50 
and $14.50. The firm ranks among the 
biggest English shoe factories, employ- 
ing 4,000 people and celebrating this 
year, their hundredth anniversary. 
Stead and Simpson has a new feature of 
a shoe. This process is patented with 
rights applied for also in the United 
States. This process was invented by a 
foreman in Stead’s Daventry factory. 

Construction of the shoe is such that 
two vertical walls of crepe are built, 
one on the outside and one inside the 
shoe. These vertical walls prevent the 
crepe from spreading, which has been 
one of the greatest drawbacks of that 
type of bottom hitherto. While there 
is no metal used in the shoe, the shoe 
is welted and the new construction 
makes the shoe lighter and more flex- 
ible. The line is made out of calf, Martin 
scotch grain and calf suedes. 





Opens New Store 


GREENVILLE, N. H.—A new men’s 
shoe and furnishings store has been 
opened here with Salvatore Cristafulli 
of Milford as proprietor. 

Mr. Cristafulli purchased the dry 
goods department of the store operated 
by Albert Bourke and remodeled the 
space for the new enterprise, 
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RECORDER REVIEW OF CURRENT HAPPENINGS 


WG 


Children’s Shoe Demand Up; Men's Sales Off 





Business Generally Satisfactory on Women’s Shoes at Southwestern 
Travelers’ Show, Despite Some Price Resistance. 


DALLAS, TEX.—There was an omi- 
nous note among the exhibitors at the 
Fall Shoe Show at Dallas, May 10-13, 
regarding business in the men’s lines. 
Sales of men’s shoes were below normal, 
failing to come up to the business of 
previous shows. This slump, according 
to J. H. Looney, publicity chairman 
for the Southwestern Shoe Travelers 
Association, was due to large inven- 
tories held over from last market and 
to price resistance on the part of 
customers. 

According to Tom D. Collins, secre- 
tary-treasurer of the Southwestern 
Shoe Travelers Association, there is an 
unusually large demand for children’s 
shoes. “Last year more men’s shoes 
were sold than ever before in the his- 
tory of the industry, because the GI’s 
were returning to civilian life. This year 
the war babies of these GI’s are big 
enough for children’s shoes, so we are 
swamped with these orders. The sale 
of men’s shoes is off because men’s 
shoe styles don’t change frequently, 
and the men are showing price resis- 
tance. Men won’t pay steep prices.” 

Although there was some price resis- 
tance in women’s shoes in the high 
priced lines, business was considered 
good. Style and high fashion were re- 
sponsible for keeping the sales up. The 
“new look,” with its lower hemlines, 
helped the sale of high heel shoes. 

This season’s shoe show was held at 
the Adolphus, Baker and Southland 
Hotels, and was attended by more than 
2,000 buyers from as far West as 
Arizona and as far East as Mississippi. 
Displays in the Southland Hotel were 
devoted to men’s shoes, while women’s 
and children’s lines were shown in the 
other two hotels. 

The Dallas show is one of the most 
important in the country, and this year 
so great was the demand for show 
space that would-be exhibitors were 
turned away. Other exhibitors were 
forced to share rooms with competitive 
lines. A total of 379 exhibitors dis- 
played their lines at the show. 

As to style in women’s shoes, Morris 
Kalmon, shoe designer for Paramount 
Shoe Manufacturing Company of St. 
Louis, said that at least 75 per cent of 
the shoes being displayed and sold 
were black. Of the remaining 25 per 
cent, 20 per cent were brown, and 5 
per cent were high colors. These blacks 
are to be sold to the customer in July 
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June |, 


and August. Mr. Kalmon said that the 
sling pump—with a quarter-inch plat- 
form was selling well, as were the 
shoes highlighted with ornamentation. 
important in the merchandising of 
women’s shoes were the closed-toe-and- 
heel styles, if these types had any 
openings in the vamps. 

Sidney Yawitz, Oldtown Shoe Clie 
pany, Oldtown, Maine, was enthusiastic 
over the business he’d done during the 
show. In his own words, business was 
“exceptionally good,” and he voiced the 
belief of the majority of his customers 
that business would continue to be good 
this Fall. 

Mr. Yawitz said that dressy flats, 
sport loafers, and all light sport and 
flexible types were popular. His most 
popular number was a “softie” for teen- 
age girls. 

Jess M. pSiinilibe, Southwestern rep- 
resentative of Vogue Shoes, Inc., Los 
Angeles, said the most popular numbers 
in the “Skooters” line were gold casuals. 

“Wedges,” said Mr. Alexander, “sold 
better than anything else, with blacks 
preferred over any color.” © 

Charles Umsted, Acrobat Shoe Com- 
pany representative of Nashville, said 
the extreme novelties in children’s shoes 
sold best. Sales of staples were off 
somewhat. 


British Have Too Many Boots, 


Too Few Customers 


The effect of coupon control in the 
British footwear industry is now re- 
sulting in accumulation of stocks. There 
is no lack of buying demand and gener- 
ally speaking the public would welcome 
ability to buy attractive footwear at 
reasonable prices. Meantime however 
the Government is maintaining a rigid 
control on sales by limiting the number 
of coupons available and as a result 
it is estimated that 50,000,000 pairs of 
boots and shoes are stacked in shops 
throughout Britain. 

Although production is now at pre- 
war level, according to manufacturers, 
shops are not anxious to order more 
until present stocks are sold. Retail 
stocks are sufficient for 18 weeks of 
normal (pre-war) demand but the ma- 
jority of shops report little or no 
business. 


IN THE SHOE TRADE 


Buying Good At 
Northwest Fall Showing 


SAINT PAUL, MINN.—The North- 
western Shoe Travelers Association 
held its premier Northwest showing of 
1948 Fall footwear May 1 through 4 at 
Hotel Saint Paul, here. 





EDWARD J. TRENCH 


There were 173 exhibitors with ap- 
proximately 1,250 retailers attending 
from eight Northwestern states and 
from Winnipeg, Canada. 

Edward J. Trench, Saint Paul, asso- 
ciation president, said: “There is defi- 
nitely more buying this year and less 
looking. Retailers are buying cautious- 
ly, filling in stocks rather than buying 
wild. 

Black was the leading color by from 
65 to 68 per cent. Black was followed 
in popularity by Town Brown, Contin- 
ental green and gray, in that order. 

In other showings it is noted that 
outstanding fashions include the French 
heel, conventional toe, closed heel and 
many strap variations. Flats will con- 
tinue to be popular for younger wearers. 





Golf Tournament June 10th 


BOSTON.—The Boston Boot and Shoe 
Club’s 1948 Golf Tournament will be 
held at the Wollaston Golf Club on 
Thursday, June 10th, according to an 
announcement by Joseph S. Lanigan, 
club president. General chairman of the 
Golf Committee, which is handling this 
shoe and leather tournament, is Frank 
C. Donovan, Boston leather merchant. 

Membership of the Golf Committee, 
in addition to Mr. Donovan, includes 
John E. Daniels, James T. Gormley, 
Arthur D. Knight, Joseph S. Lanigan, 
Francis B. Masterson, C. Harvey Moore, 
E. J. McCarthy, Raymond O’Shea, Jack 
Sandler and Charles Slosberg. 








Shoe Men Predict Good Business in 1948—If 





Producers Must Pep Up Shoes, Give Good Value And Promote Sales 





Industriously, Say Buyers At Augusta Show 





4° 


Shoe men relax at a Smorgasbord. luncheon at the Sheraton Bon Air Hotel during the 
recent Augusta show. This show was sponsored by the Southeastern Shoe Travelers. 


AUGUSTA, GA.—Shoe men took a 
“bold look” at the future this month and 
came up with qualified, but optimistic 
predictions. Visitors at the Augusta 
Shoe Show, sponsored by the South- 
eastern Shoe Travelers Association, 
which took place here the first week in 
May, expect good business in 1948—but 
only if producers “pep up” their shoes, 
give good values and promote sales in- 
dustriously. Nobody would venture a 
guess on prices. 

Max Eisenberg, president of a New 
York firm, warned retailers to improve 
their attitude toward manufacturers 
and stock to forestall the possibility of 
exhausting stocks later. 

Keynoting the attitude of most rep- 
resentatives at the Augusta convention 
was a statement by Ted Schroth, of St. 
Louis, a director of the Brown Shoe 
Company. He declared, “There is plenty 
of money in circulation, and we will get 
out share of it, if we do not go to sleep.” 

Ciem L. Hein, St. Louis, a director of 
the International Shoe Company and 
head of its Vitality Division, viewed the 
shoe business as “very much O. K.” 

The buyers were guests each day at 


a Smorgasbord luncheon provided by 
the travelers. The executives were 
guests on May 3rd of the SETA, where 
each man was introduced with remarks 
by Mercer E. Curtis of Curtis Shoes for 
men, Philip R. Ruhn of I. Miller, Mar- 
shall Stevens of Selby, George E. Moss 
of Friedman-Shelby and Ted Schroth of 
Brown. 

Buying was brisk in the better lines, 
while the staple and medium lines were 
experiencing a fill-in business. Some 450 
lines were shown by 325 salesmen. 

Ideas on the markets and new trends 
were voiced at a luncheon meeting in 
the Sheraton Bon Air Hotel, convention 
headquarters for some 1,500 buyers and 
merchants on hand. L. C. Gerland, presi- 
dent of the Southeastern Shoe Travel- 
ers, Inc., was in charge of the session, 
assisted by E. M. Cousins, executive 
secretary. 

The “New Look” in dresses is being 
augmented by shoe styles of the 1920 
era. The spool heel is replacing the 
straight line heels in many fine shoes. 
Low cut vamps and very high heels are 
assuming prominence, while the jitter- 
bugs’ ballet slippers still hold their own. 





MASRA Show Set 


For January 


PHILADELPHIA—Final decision as 
to the number of shoe shows to be given 
in Philadelphia during the year 1949 
was made at a recent meeting of the 
Middle Atlantic Shoe Retailer Associa- 
tion board of directors at the Benjamin 
Franklin Hotel. It was decided to have 
the annual show in January as has been 
the custom for the last 34 years. Bal- 
lots voted upon by former exhibitors 
poured into the secretary’s office. Many 
of them, favoring the display of their 
shoes in the Quaker City, checked to 
have two and even three shows occur 
during the year. As the MASRA has a 
past record for keeping a clean slate as 
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to show expenditures and a general 
management that has never led to com- 
plaint, continuing the one show a year 
was thought to be the best plan for 
maintaining the high standard of show 
promotion which has become an ac- 
cepted fact. 


“We have become practically an in- 
stitution with a background of steady, 
paid up bills,” stated Cal J. Mensch, 
secretary. “We boast a paid-up mem- 
bership which covers seven states. New 
members are always welcome. The bul- 
letins issued from this office offering 
useful suggestions, shoe show dates, ex- 
change of ideas, and other notes of 
interest to shoe retailers are looked for- 
ward to by all members of the MASRA. 
We get hundreds of letters from men in 


the shoe industry who have specific 
problems to be solved and whenever 
possible we help them. We have always 
felt the importance of the January show 
as being vital to Spring buying.” 

I. C. Smashey was voted treasurer, 
relieving Mr. Mensch from acting as 
secretary and treasurer. Paul Lippin- 
cott, Jr. who has been a member of the 
association for many years has sent in 
his resignation from the board of direc- 
tors on account of ill health. 

Members of the board who were pres- 
ent are as follows: John D. Dunn, presi- 
dent; Stanley C. Berger, I. C. Smashey, 
Reuben Gordon, J. H. Geiger, Murray 
Rolfe, Jerry Lutsky, Myer Goldman, W. 
K. Hartzell, B. W. Ettinger, E. R. 
Huntsberry, I. Frank Oberfield, Cal J. 
Mensch, Dave Craider, Morris Freed- 
man, Clarence Heyde and S. B. Pomer- 
ans of BOOT AND SHOE RECORDER. 





Reports Good Start 
On Charities Drive 
NEW YORK. —tThe shoe and leather 


committee for the annual Catholic 
Charities Campaign of the archdiocese 





LARRY J. HORAN 


of New York has raised a quarter of 
its quota of $156,000, according to an 
announcement made by Larry J. Horan, 
president of J. & J. Slater and chairman 
of the committee, at a meeting held 
May 11. Mr. Horan predicted that pre- 
vious records for the shoe and leather 
division will be broken. 

Unanimous approval was given by 
the committee to a proposal by Thomas 
J. Callahan, women’s shoe buyer at 
Bonwit-Teller and chairman of the re- 
tail division of the shoe and leather 
drive, that in conjunction with the 
campaign a testimonial dinner be held 
for John Slater, chairman of the board, 
of J. & J. Slater, and dean of shoe re- 
tailers in the metropolitan area. 

Suggestion was made that the dinner 
be in recognition of Mr. Slater’s posi- 
tion of leadership in the retail shoe 
trade over many years and also as a 
tribute to his years of service to Cath- 
olic Charities appeals in the industry. 
Proceeds from the event would be 
donated to the drive. Date of the dinner 
will be announced later. 
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A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a choice 
of widths! Prima quality features all over patent leather con- | 
struction, aluminum toe taps included. Choice of black patent | 


or white leather. 


Child’s Sizes, 814-12, one width, $2.35 
Misses’ Sizes, 1214-3, A & C widths, $2.60 
314-9, AA & B widths, $2.85 


Girls’ Sizes, 


There is a service charge of 10c 
per pair on orders of less than 
12 pairs. Terms: Net 30 days. 


Order Now f 


PRIMA, Inc. 
705 Ann St., Columbus 6, Ohio 



























The shortest distance 
between these 2 points 





in your business ! 











lowa Travelers Honor Ten Dealers at Show | 





Ten Were In Business Over 50 Years. 


Salesmen Exhibited Lines 


At Des Moines, With Business Reported Good. 


DES MOINES, IOWA—Oscar Bakke, 
president of Bakke & Sons, Onawa, 
Iowa, was the honored guest at the ban- 
quet program of the Iowa Shoe Travel- 
ers association, here last month. 

Mr. Bakke, who has been in business 
at the same location for 75 years, was 
one of ten Iowa shoe dealers to receive 
special mention at the association’s 
“Golden Jubilee” show at Hotel Fort 
Des Moines, May 9, 10, 11. The ten hon- 
ored received their recognition for hav- 
ing been in business 50 years or more. 

Although Mr. Bakke did not present 
the top record for continuous operation, 
he was the one with the longest record 
present at the banquet. He was given 
an engraved gold pen. 

Top honors for continuous operation 
at the same location went to The Wil- 
son Shoe store of Muscatine, with a 
record of 94 years. The store was 
founded by Theodore Stewart in 1854 
but was purchased by John C. Wilson in 
1869 and became known as The Wilson 
Shoe Store. 

A total of 145 salesmen exhibited 161 
lines at the show which occupied all 
rooms on four floors of the hotel. Sales- 
men generally reported business “a lit- 
tle slow to good.” 

Dealers from many Iowa small towns 
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reported business “consistently good”, 
influenced, they thought, by the con- 
tinuing good prospects for Iowa agri- 
culture. 

Association officers and salesmen 
alike were reluctant to discuss the price 
situation. They said occasional lines are 
a trifle cheaper but that in general 
prices are about the same as last No- 
vember. They admitted they thought 
some reluctance to place heavy orders 
was due to a hope for lower prices later 
which, they claimed, they themselves 
cannot foresee. 

Brightening the more conventional 
lines displayed was a _ representative 
showing of gold flats for street wear, 
gold and white saddles, black sandals 
with gold butterfly bows and wedgies 
with gold soles and heels. 

In the men’s lines wine tones were 
called for and the heavy brogue-type 
with thong laces brought many orders. 
High school boys, according to reports 
at the show, are going for ski boot 
types in oxfords with heavy soles and 
Square toes. 

In addition to wine, other colors be- 
side the conventional black, in men’s 
shoes included tan burlee and army 
russet. 

In the women’s lines conventional 


black is still getting 50 to 60 per cent of 
the orders and open toes still are being 
shown. There seemed to be a strong 
trend toward closed toes and heels for 
Fall and Winter, however. 

Another of the special lines in wo- 
men’s shoes showed “petticoat shoes” 
with a wide fringed strap to harmonize 
with the ruffles now popularly peeping 
below dress skirts. Ballerina ankle ties 
also were shown to match the flared 
skirts. 

In addition to Mr. Bakke and The 
Wilson Shoe Store, other dealers with 
50 years or more at the show were: C. 
Christensen & Son, Eagle Grove, 65 
years; Forrest Knipe, Shoes and Hosi- 
ery. Cherokee, 62 years; H. & H. Shoe 
Co., Sioux City, 53 years; Wm. Weiford 
Shoe Store, Clinton, 59 years; Delaplane 
Shoe Co., Cherokee, 53 years; John C. 
Hexom & Sons, Decorah, 61 years, and 
Stuhler’s Shoe Store, Monticello, 87 
years. Schill’s, Fort Dodge, 67 years. 





We’re Sorry; Pardon Please 


Due to an error in makeup, captions 
over the photographs on page 82 of the 
May 15th RECORDER, showing execu- 
tive officers of NSMA and NSRA, were 
transposed, We doubt if many of our 
readers were misled, as these individ- 
uals are well known. But we deeply re- 
gret any embarrassment caused by this 
unfortunate error, 
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Here itis!... 
JUNE Ist DELIVERY! 


* Sturdy Goodyear Flexible Soles 
* Non-Cracking Soles 
* Waterproof Soles 


CATALOG! 


THE NEWEST IN 


GOLF SHOES 


NEVER BEFORE AT THIS 
LOW PRICE 








SIZES: 
* Removable Spikes 61, to 12 
* Fine Grade Brown Leather Uppers D-WIDTH 
* Leather Lined $@.00 
¢ Combination Last sy 
* Goodyear Welt Construction 
TERMS: 
2/10 - N/30 











GOLD 
In Your Cash Register 


Your children’s department can- 
not afford to be without these Gold 
Casuals. , 


They are the rage for the 
Pre-Teen crowd. 


In Du Pont’s gold, their 
sale will add plenty of Gold 
to your cash register this 
Summer. 








143 DUANE STREET 









Sizes: 9-3 


HANDY FORMS 


(Carried in Stock) 
For Efficient Store Operation 
Buying Order Pads—Form #107, per pad....... $ .40 


Inventory Size Sheets—Form #106. per pad ..... -50 
(100 sheets to pad—50 orig.—50 dup.) 5 pads ... 1.75 
(100 sheets to pad) 5 pads $2.00; 10 pads ........ 3.50 


Sales Record Slips Form “D” 100 to pad, per pad.. .25 
Refund Record Slips Form “E” 85 to pad, per pad. .25 
Customer File Cards Form “F” 3”x5”, 100 cards .. .75 





SURREY FOOTWEAR, INC. 






Full Sizes Only 











NEW YORK 13, N.Y 


Profit Charts—accurate guide to selling prices .... .50 
SEND FOR FREE SAMPLES OF SYSTEM 


MERCHANTS’ SERVICE DEPT. 


209 S. STATE STREET 


CHICAGO 4, ILLINOIS 











Fall Show in Pittsburgh Reported Successful 





Pennsylvania Shoe Travelers Caught Merchants In Buying Mood. 
New Louis Heel Among Main Attractions. 


PITTSBURGH, PA. — The Pennsy]- 
vania Shoe Travelers Association re- 
cently concluded a very successful Fall 
show, held at the William Penn Hotel, 
here, with registration of the shoe deal- 
ers equal to that at past shows. 

Merchants attending the show were 
in a buying mood and were placing or- 
ders for June, July, August and Sep- 
tember delivery. Over one hundred 
lines were displayed. The size of orders 
placed was not reflected by the prices 
quoted, but by the number of pairs car- 
ried on retailers’ shelves. Many orders 
placed with various firms were on a 
smaller basis. Taking the show as a 
whole, a large number of shoes was 
sold. 

In men’s dress shoes, tans predomi- 
nated, with cordovan and wine selling 
exceptionally well. Heavy soles in 
spades, wing tips, moccasins of all 
types, and suede combinations were the 
bulk of the business written, with a few 
buckle oxfords selling very well. 

In women’s shoes, the demand for 
gold shoes for street wear, was still 
very big, and many merchants were 
looking for gold shoes for immediate 
delivery. For Fall the important fa- 


shion note is quarter treatments; all 
types of fancy quarters, such as wrap- 
around and double anklets, are types 
that were being bought. The new Louis 
heel created much interest, and nearly 
all merchants, included the heel in their 
fall purchases. 

Black suede was the outstanding 
color, followed by moss green, elephant 
grey and plum wine. Suedes for June 
and July delivery were being bought, 
and low heel platform shoes were sell- 
ing well. Calf skins and alligators in 
black, town brown, plum wine and moss 
green were selling in quantity for Aug- 
ust delivery. High heel platform shoes, 
a few sling pumps sold well for the 
larger cities. 

In children’s shoes, more accent was 
placed on oxfords for children in the 
5 to 8 size range, replacing in part the 
long favored high shoes. Sandals of 
barefoot type, in soft elk, in colors as 
well as staple browns and whites, along 
with brown and white saddle oxfords in 
all children’s ranges, sold readily. Some 
sueded leathers in black, brown and 
wine received acceptance in both ox- 
fords and strap patterns. Widespread 
interest was shown in the new Mary 


Jane anklets with bows on the vamps 
in various materials and colors with 
some firms using the colonial buckle 
in place of the bow for trim. Patterns 
in general followed the same style 
trends as the growing girl choices. 

For growing girls, ballerina types are 
becoming definite classics. Much inter- 
est was shown in crepe sole oxfords and 
especially in sueded leathers with con- 
trasting colored calf trims. A must for 
back-to-school wardrobes are the new 
wedgie flats in soft suedes featuring 
the V-throat “new look” in pumps, an- 
klet and cross straps, 

The Spring 1949 Show will be held in 
Pittsburgh, November 6th to 9th, 1948. 
A banquet and floor show will be held 
during this Spring display of shoes. Jo- 
seph Harris, secretary-treasurer of the 
association, was in charge of all ar- 
rangements, during this show. : 


Baltimore Shoe Club Has 
New Publicity Chairman 
BALTIMORE, MD. — Nathan Schen- 
thal recently announced the appointment 
of Eric Franken as chairman of the com- 
mittee for publicity, information and 
speakers, of the Baltimore Shoe Club. 
Mr. Franken will handle all publicity 
as concerns the interest of the local 
shoe trade, the general public and the 
press. He will also direct the procure- 
ment of speakers for the Club’s general 
meetings during the current season. 
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The most 
important 
low-priced 
animated 
display the Fi 
shoe field 


Cowboy Boots for Boys & Girls 


Made like real cowboy boots. Goodyear 
welt, welted side seams, leather lined tops 
7 beautiful patterns, available for IMME- 
DIATE delivery. Sizes 7!/2 to 3. Imported 
from Mexico, “Land of Leather Crafts- 
men." Guaranteed to please. Write for 
catalog or samples. 

SALESMEN ATTENTION: Bronco Busters 


ere available as a sideline in some 
choice Eastern areas. 


has ever 
known 


oe A oot 
Br P46. fF 


$6.85 2/10 EOM 
FORT WORTH BOOT CO. 207 W. 11th, Ft. Worth, Tex. 

















NOW AVAILABLE AGAIN TO SHOE STORES 
America’s Finest 


BALLET SLIPPERS 
































: ‘ In Stock 
Colorful—dynamic—6 animated figures. : 
28" high, 35" wide, 5" deep. Operates Nay gga 
on AC or DC. Uses less currerit than SCHOOL OPENING: ‘Siinins te lauiie a eanete 
a 10 watt lamp. Sturdily built of wood, For a complete list Wicths: A to E 
cardboard and beaverboard, screened of give-aways and BLACK KID ...... 
in seven bright colors. $35 a oe WHITE "eo Oo: 
WRITE FOR OUR Fully Sac Long Soles NATIONALLY —— 
NEW 1948 Sizes: 3 to 9 NATIONALLY KNOWN! 
THE cdewen INDUSTRIES, Ine. CATALOGUE Widths: AA to D S | & S 
39 West 19th St., N.Y. I WHITE KID - 343 SCIVG ons 
BEIGE KID .. ” 260 Inc. 


WHITE SATIN 3.10 
SILVER KID 355 1607 BROADWAY 
GOLD KID 4.65 New York 19, N. Y. 























Hopkins’ Dean Gives Talk Children’s Shoe Department Has Circus Wall 


BALTIMORE, MD. -— Recently the 
Baltimore Shoe Club held a meeting at 
the Park Plaza, here, with Dr. E. R. 
Hawkins, Dean of the School of Busi- 
ness of Johns Hopkins University, giv- 
ing a talk on general methods of 
marketing research with special consid- 
eration of the recent Roper Survey of 
the shoe business. 





Army-Navy Purchasing Office 
Discloses Bids 


NEW YORK.—Bids have been re- 
ceived by the New York Quartermaster 
Purchasing Office, on QM-30-280-48-766, 
covering leather, sole, taps, extra large. 
Directive quantity on all bids received 
1,140,000; percentage of quantity on 
all bids received over directive quantity 





50 per cent. 
Bidders, quantities and prices —— Youngstown, Ohio.—A novel circus decor brightly done to appeal fo children is 
follows: Alvin Leather Company, New fhe theme of Lustig’s newly ¢ Pe Ie d floor children’s department, in this city. 





York, 10,000, $.812; 15,000, .822; Baer In conjunction with their X-ray machine Lustig’s have constructed a “Posture Plat- 
Leather Company, New York, 20,000, form” which is a raised runway enabling more careful study of children’s gait and 
-75; 10,000, .75; 10,000, .75; 10,000, .75; posture in the newly fitted shoes. The department features nationally known footwear. 
10,000, .75; Berman Cut Sole Company, The children enjoy the gaily painted carnival murals and the brightly colored hobby 
Boston, 55,000, .90; 55,000, .89; Cover horse which has been a feature of Lustig’s children’s department for nearly 30 years. 
& Company, Philadelphia, 100,000, 





.7345; 125,000, .7445; 30,000, .7545; 75,- Also, K, Hanfling, Chicago, 75,000, Company, Jamaica Plains, Mass., 25,000, 

000, .7645; alternate bid, 50,000, .8375; .80; Howes Leather Company Inc., Bos- .8075; Wm. F. Reddish, Jamaica Plains, y 
Morris Feldstein & Son, Inc., New York, ton, 50,000, .7365; 50,000, .7485; 75,000, Mass., 25,000, .795; and U. S, Leather 

10,000, .8115; 20,000, .8315, .7635; 75,000, .7785; L & P Leather Company, New York, 120,000, .72. 
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BALLERINA 
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NEW BALLERINA 
With Removable Ankie Strap 


Elk Leather 
V Throat pattern 


Durable sole 
Box toe 


6132—Black Elk 
6332—Black Suede 


6432—White Elk $2.35 
6632—Red Elk 

6732—Green Elk 

6822—Gold Eik $2.60 


Sizes 4-9 M Width 
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Samples on Request 
Packed in attractive 
Galure boxes 
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Truly the tops in fashion, the new Ballerina, in plump elk, by Gerda, is just the shoe 
you need to increase your sales. A removable ankle strap makes it an ali around shoe ~“& 
for street wear, dancing or the beach. Light, gay and so irresistible that your 
customers will want them on sight. Another sales promoter for you — from. Gerda, 
the House of Hits, where “prices are down and volume is up.” 


GERDA Footwear co. 
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Above is the interior of the newly opened Edward's store in Mt. Vernon. The shoe 
store caters to the juvenile trade, with toys given to each customer and greeting 


cards sent to them on their birthdays. 


MOUNT VERNON, N. Y.—A shoe 
store that caters exclusively to the ju- 
venile trade, opened recently in this 
city, at 26% South Fourth Avenue. The 
store operating as Edward’s, is owned 
and managed by Dave Hyman, Seymour 
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Geller and Michael Bernstein. The trio 
also own the Terry Shoe store in 
Brooklyn. 

The front of the store is set off in 
navy blue porcelain, with modern show 
windows, corrugated stone wall and a 





flooring of terrazzo in three pastel col- 
ors with a herculite door. 

On the inside, the floor is covered 
with a mauve-twist broadloom carpet. 
One side of the wall is covered with 
scotch plaid wall paper. The other side 
is highlighted by a large picture of the 
“lady who lived in a shoe.” The framed 
picture is hung directly above a fitting 
platform. The ceiling is of celotex with 
recessed lighting, a combination of 
fluorescent and spot lights. Chairs, of 
baby blue leather and rose leather, are 
arranged alternately. 

Feature of the store is the proper 
fitting of shoes for children and teen- 
agers. Records are kept of each child, 
along with their birthday date, at which 
time they are sent greeting cards. An 
X-Ray machine is used before the cus- 
tomer is allowed to buy shoes, to insure 
proper fitting. 


Color Highlights Paris 
Exhibition of Leather Goods 


PARIS, FRANCE.— Color was the 
keynote of the display of leather goods 
by leading French manufacturers of 
shoes and accessories shown in Paris 
at the Exhibition of Leather Goods held 
in the Palais de New York, one of the 
leading French national art galleries. 
Highlighted colors, ruby red, bright 
green, blue and purple, appeared fre- 
quently in reptile skins. In crocodile, 
the leading leather for women’s shoes 
and accessories, the natural golden or 
reddish brown color was the favorite, 
with deep red and bright green next in 
popularity. 

In shoes a number of outstanding new 
trends appeared. Soles are thinner, 
probably, than at any time since the 
Liberation, and thick platform soles are 
used almost exclusively on sports shoes. 
Sandals are confined almost entirely to 
shoes for country wear, while simple 
opera pumps are being revived for town 
use. Bronze kid was shown in several 
models at this exhibition. Fashions in 
footwear could be divided into two sep- 
arate groups: the very open sandal 
type, on which narrow straps lace and 
interlace, with a final fastening encir- 
cling the ankles, and really high-fitting 
shoes, a cross between bootees and 
pumps for town wear. Sports shoes, in 
general, are classic in line with saddle- 
stitching frequently used and the ma- 
jority fastened with simple straps and 
buckles or buttons. 

For evening shoes Paris has chosen 
gold kid. For Summer evening wear 
there are many white kid shoes. Another 
favorite will be suede or antelope san- 
dals studded with tiny brilliants. For 
holiday resort wear tiny iridescent snail 
or seashells were embroidered on ankle 
straps. Some manufacturers are using 
tinted metallic kidskin in shades of 
silvery pink, silvery blue and silvery 
green. Ribbon fastenings, criss-crossed 
well up the leg, are sponsored by lead- 
ing fashion houses. They are being used 
with opera pumps to be worn with eve- 
ning dresses, short in front and long 
at the back. 
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THE FINEST SHEARLING 
MONEY CAN BUY... LASKINLAMB 


For outdoor footwear .. . fireside slippers, there 
is nothing to equal the luster, depth, and 
warmth of this first and -finest of all dyed lamb. 


Bee I er 4 
J. LASKIN & SONS CORP., 130 WEST 30th ST., NEW YORK 1, N. ¥. 
FACTORIES: MILWAUKEE, WISCONSIN 





WR make Moccasins: 
Tiiat’s all we mak 
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Correct-Fit Demonstrations 
Staged By Marks & Sons 


CINCINNATI, O.—Final figures com- 
piled by N. Snellenburg & Co., Inc., 
Philadelphia, prove that the recent cor- 
rect-fit demonstration staged by repre- 
sentatives of the L. V. Marks & Sons 
Co., of this city, was a successful event. 

Marks’ Walkmaster Shoes, with pat- 
ented Aerotized construction features, 
were sold in the store’s shoe depart- 
ment with great success. The special 
demonstration work was in the hands 
of T. W. McGovern, assisted by G. K. 
(Kirt) Klovp and Victor Smith, all from 
the Marks organization. Actual selling 
was left to the regular force. 

Following a talk with Chas. F. Lacy, 
buyer of women’s shoes for Snellen- 
burg’s, Mr. McGovern issued a state- 
ment to the effect that both organiza- 
tions were highly pleased, because the 
figures indicated unmistakably that 
there are thousands of women who are 
looking for foot relief. 

“Since there is a tremendous amount 
of foot trouble in this country, I was 
not surprised te find so many women’s 
feet in bad condition,” said Mr. Mc- 
Govern, a veteran in the field of com- 
fort shoes. “I think the deplorable 
condition is due primarily to the fact 
that so many feet are improperly 
fitted.” 
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Robert Goldberg Heads 
Shoe Retailers Group 

LOS ANGELES, CAL.—The follow- 
ing officers were recently elected by the 


Los Angeles Shoe Retailers Association 
for the year 1948: 
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ROBERT GOLDBERG 


President, Robert Goldberg, Berland 
Shoe Stores; vice-president, Roy Baker, 
C. H. Baker Shoe Stores; secretary, 
Fred Kayser, Wetherby-Kayser Shoe 
Co.; treasurer, Clarence Fontius, Fon- 
tius Shoes. 


Grace Schnitzer Joins 
Public Relations Firm 


NEW YORK.—Grace Schnitzer has 
joined the staff of Harriett Couplin 
Porteous Associates, public relations 
firm to the shoe industry here. She has 
been appointed office manager and co- 
ordinator of advertising. 

Miss Schnitzer resigned recently from 
the advertising department of the Car- 
lisle Shoe Company, which position she 
held for a year and a half. Prior to that 
she was well-grounded in publicity and 
advertising as a member of the pub- 
licity department of Decca Records. 


W. Boswell New Manager 
Of Macon Shoe Company 


MACON, GA.—W. W. Boswell is the 
new manager of the Macon Shoe Com- 
pany, succeeding Frank Brooks, The 
latter resigned to accept a position as 
traveling representative of Zuckerman 
& Fox, Inc., shoe manufacturers, 

Mr. Boswell has served as assistant 
manager of the Macon Shoe Company 
for the last 10 years, He is a veteran of 
World War II. 

Mr. Brooks, a former president of 
the Retail Merchants Bureau of the 
local Chamber of Commerce, will main- 
tain his Macon home but will travel 
through the entire Southeastern area, 
from Washington, D. C., as far West 
as Texas. 
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WORLD FAMOUS... 


Mount Whashington 


HOTEL 


BRETTON WOODS, N. H. 





eee TH E 
OPENING OF ITS 1948 
SEASON ON JULY 1 


The shoe industry is cordially in- 
vited to take advantage of its semi- 
annual closing by spending a gala 
Fourth of July week at the Mt. Wash- 
ington. 

The Mt. Washington is superbly ap- 
pointed and graciously serviced, a re- 
sort hotel for those who enjoy the finer 
things. Reservations should be made 
well in advance. 


N. Y. OFFICE —18 west 55th street 
PLaza 7-2790 
J. J. HENNESSY, Managing Director 




















Edward E. Allen 


ST. LOUIS-—Death closed the career 
of one of the best known and best liked 
leather men in the St. Louis area re- 
cently with the passing of Edward E. 
(Ned) Allen, general manager of the 
St. Louis office of Surpass Leather Co. 
since 1917. 

Mr. Allen’s service to the leather in- 
dustry actually began a number of 
years prior to joining Surpass in St. 
Louis. He previously had been associ- 
ated with Wilder & Co. in Chicago, Fred 
Rueping Co., American Hide & Leather 
Co. and Howes Bros. 

Born and raised in Newton, Mass. Mr. 
Allen was a graduate of the Massa- 
chusetts Institute of Technology. He 
was 63. 

Surviving is his widow, Mrs. Ger- 
trude Allen. 

Leading figures in the shoe and 
leather industry in the St. Louis area 
attended the funeral services. 


Malcolm Fearey 


ALBANY, N. Y. — Malcolm Shiland 
Fearey, 69, who conducted shoe stores 
in the Albany area, particularly in Al- 
bany, Troy and Schenectady, for 40 
years, died recently at his residence 
153 South Lake Avenue, here. He was 
a clerk in several shoe stores, and 
started his own business in 1909. 
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August F. Kemme 


KANSAS CITY, MO.—August Fran- 
cis (Gus) Kemme, 58, widely known to 
the retail shoe trade in the Kansas City 
area as a salesman for the Peters Divi- 
sion of International Shoe Co., died re- 
cently of pneumonia. 

Son of a well known shoe man of 
former years, Joseph H. Kemme, who 
operated a shoe store for 40 years in 
downtown Kansas City, Gus Kemme 
spent 35 years in the shoe business. He 
traveled for the Central Shoe Co. 
from 1912 to 1927 and had been with 
Peters from 1927 until the time of his 
death. 

He is survived by his widow, Etta 
Ione Kemme, and one brother, the Rev. 
Charles J. Kemme of Nevada, Mo. 

In addition to traveling for Peters, 
Mr. Kemme owned a shoe store in St. 
Joseph, Mo., known as the Cobb Shoe 
Co. Mrs. Kemme will continue to direct 
its management. 


Edward Andrews 


PHILADELPHIA, PA.—Edward An- 
drews of this city, died recently. He was 
for the past ten years associated with 
Cc. B. Slater Company of South Brain- 
tree, Mass. 

Born in Lynchburg, Va., Mr. Andrews 
started his trade at the age of 13 with 
Craddock Terry, working in their 
Lynchburg shoe factory. Other shoe 
companies that Mr. Andrews worked 
for were, J. J. Grover, Barke Gibbon 
and Mrs. A. R. King. 

He is survived by his widow, Laura 
M. Andrews and two daughters. 


Wallace A. Taylor 


CHICAGO.—Wallace A. Taylor, for- 
merly head of the cost and plannng 
division of The Florsheim Shoe Com- 
pany, died April 17 in Chicago. He had 
been in imperfect health since Febru- 
ary, 1947. 

Mr. Taylor had spent most of his 
lifetime in the shoe business and was 
well known throughout the country. 
He began as an office boy with A. J. 
Bates Shoe Co., Webster, Mass., and 
was associated with that firm from 
1903 to 1919, winning advancement from 
one position to another until he became 
secretary of the company and sales 
manager. From 1919 to 1923 he was 
sales manager of Commonwealth Shoe 
and Leather Co., Whitman, Mass. After 
being out of the shoe business for 
nearly a score of years he went with 
Florsheim, with which organization he 
was associated from 1942 until the 
time of his death. 

Mr. Taylor is survived by his wife, 
Katherine Reynolds Taylor, who is now 


making her home in Palmerton, Pa., 
and two daughters, Mrs. Charlotte T. 
Kelton, of Palmerton, Pa., and Mrs. 
Evelyn T. Livermore, of New Canaan, 
Conn. 


Harvey J. Elwell 


NEWTON CENTER, MASS.—Harvey 
J. Elwell, 54, president of General Latex 
& Chemical Corporation, died recently 
at his home, here. 

Mr. Elwell operated the government 
synthetic rubber plant in Baytown, 
Texas, and was cited for the efficiency 
with which he ran the factory. 

His first job was as student-trainee 
with the Winchester Repeating Arms 
Company, from 1916 to 1922. He became 
treasurer and later president of the 
Winchester Simmons Company of Bos- 
ton from 1923 to 1927. 

For the next two years he was man- 
ager of branch offices of the Cambridge 
Rubber Company, and in 1930 he be- 
came general manager of the Vultex 
Corporation of America. In 1934 he be- 
came president of the firm, now incor- 
porated into the General Latex and 
Chemical Corporation of Cambridge and 
Montreal, Quebec. 

Mr. Elwell leaves his wife, two chil- 
dren, Mrs. James R. Nelson of Oberlin, 
O., and Robert H. Elwell of Newton 
Center; a brother, Vincent Elwell of 
Vermont; a sister, Mrs. Seeley Hutch- 
uson, of Mendhan, N. J., and one grand- 
son. 


Executor Operates Business 
Of Late Hyman Little 


PITTSBURGH.—Louis Little, attor- 
ney and brother of the late Hyman T. 
Little, who prior to his death in Chi- 
cago April 29 was the owner of the 
Little Shoe Store of Pittsburgh and the 
Victor Shoe Store of Homestead, Pa., 
also a partner in the Weldon Shoe Co., 
of Pittsburgh, is now in charge of the 
estate’s interests in these properties in 
his capacity as executor. 

Hyman Little, who was one of the 
best known shoe men in western Penn- 
sylvania, was taken suddenly ill April 
23 at his hotel in Chicago where he had 
gone to attend the National Shoe Fair. 
His illness was first diagnosed as indi- 
gestion. On April 26 he suffered a 
coronary thrombosis and was removed 
to St. Luke’s Hospital, where his death 
occurred. 

Besides his brother Louis, Mr. Little 
is survived by a widow, the former 
Miss Jean Frank, whom he married 
three months ago; another brother, 
George Little, also an attorney, and 
two sisters, Mrs. Pearl Kwalwasser, of 
Syracuse, N. Y., and Mrs. Ethel Silver- 
man, of Miami Beach, Fla. 
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Good leather sole 
Drill lined vamps 
Brown rubber heels 





#525 Sizes 6 to 12 
#614 Same in Boys 2!/2 to 6 
#526 Same in Everett 


41 So. Wells St. 





MEN'S KID ROMEOS 


“Twilight Foot Snugglers” 
Good Brown Kid leather 


C. W. MARKS SHOE CO. 


Chicago 6, Ill. 








$2.60 
$2.50 
$2.65 


Net 30 days — IMMEDIATE DELIVERY 
‘*HONEST MERCHANDISE YOU CAN SELL 
WITH PRIDE AND PROFIT’’ 








in boys’ shoe sales! 


Wit help you 
ring the bell 

















1947 Shoe Output 12 Per Cent Below ‘46 


WASHINGTON, D. C. — Shoe and 
slipper production in the United States 
in 1947 was 468 million pairs, accord- 
ing to the Bureau of the Census, De- 
partment of Commerce. This output was 
49 million pairs or 12 per cent less than 
the 529 million pairs which were manu- 
factured in 1946. Decreases in output of 
28 million pairs of women’s shoes, san- 


dals, and playshoes and of 27 million 
pairs of slippers for housewear ac- 
counted for 55 of the 59 million pairs. 

Shipments of footwear in 1947 ap- 
proximated production. The 467 million 
pairs of shoes and slippers which were 
shipped were valued at $1,752 million, 
an average value per pair shipped of 
$3.76. In 1946, shipments totaling 527 





Production 























Kind of Footwear (1000 prs.) Presence 
1947 | __1946 change 
—| tA! 
SHOES AND SLIPPERS, TOTAL..... 468,069 528,962 | 105 
| 
Shoes, sandals, and play shoes......... 423,258 444,693 | i OD | 
IG eich oh ah, cisialsnie is Sieis arene 106,689 107,159 — 0.4 | 
Womkhe GG BOYS e...<isiwcleesiowe seme 18,688 20,662 | = $6 
I os chicane cadens 207,067 235,015 | —119 
INES 6 Sos vGie ck scale oS eae e ele see ae 28,312 27,757 2.0 
CIMIETS o15:5ss 40s 0 ds00 es PL SRR 27,114 26,301 3.0 
Infants’ .....5. taveluie oreaeamle iste aie 21,223 24,541 —13.5 | 
IE ii ren dns ceeneimegner<ede** 14,065 13,258 6.0 | 
Slippers for housewear .............- 38,435 65,321 —41.2 | 
PRESS coils ores! oral sak = cielegess oie eters 4,290 6,366 —32.6 | 
OENOT SOORWIERE. ks x ee ohn demise te 005] 2,186 | 2,582 —=I5S 
Minus sign (—) denotes decrease. 
* Not comparable. Data for 1946 includes camp moccasins, loafer-type 


shoes, strollers, and sportswear shoes. 
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million pairs were valued at $1,586 mil- 
lion, an average value per pair shipped 
of $3.01. 

Shoes, sandals, and play shoes, com- 
prising 90 per cent of the footwear out- 
put in 1947, showed a production de- 
cline of 7 per cent in comparison with 
the output of similar type footwear in 
1946. In 1947, 423 million pairs of shoes, 
sandals, anl play shoes were produced, 
and in 1946 the output was 455 million 
pairs. Production levels in 1947 and 1946 
for men’s shoes, sandals, and play shoes 
were constant with an output of ap- 
proximately 107 million pairs in each 
year. Footwear of these types manu- 
factured in 1947 for women totaled 207 
million pairs, 12 per cent less than the 
235 million pairs produced in 1946 . 

Comparative production figures for 
1947 and 1946 and the per cent of 
change are shown in the accompanying 
summary. 


G. R. Kinney Co. Honors 
Worker on Long Service 


WATERTOWN, N. Y. — Winifred 
Sheen was recently presented with a 
service pin and a table model radio by 
the G. R. Kinney Company in appre- 
ciation of 23 years of faithful service 
in the local Kinney’s Shoe Store. 

The presentation was made by A. W. 
Nicholson, manager, who said that such 
an award is a special honor since it has 
only been given to managers in the 
past. 
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PLAY SHOES 








% HOLLYWOOD STAR x 
Platform Wedgies 


Leather soles, Leather platforms 
SPECIAL PRICE 


$9.65 








Sizes: 41/.-9 

M Widths 
ELK—Red, White, Blue 
SUEDE—Black, Brown, Red, Blue, 
Grey 






NU-WAY SHOE CO. 


142 Duane St., New York 13, N. Y. 














RIDING BOOTS 





LADIES’ JODHPURS 


Selected Leather Uppers. Leather Soles and Heels 


Fully Lined. Leather Insoles. Stitchdown Construc- 
tion, SIZES 4-9 


a 


Style 826—Brown 
Style 827—Black 


$4.25 






Ladies’ Pull-On Boot 


Brown Elk Skin A oy 
Kise, Sole and 
Leather Insole. 
a SE ertaon 
SIZES: 


$6.25 


Terms: 2/10 N/30 
Send for Samples 


Style 


ARNOFF SHOE COMPANY 








Buy Savings Bonds 
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About Shoe People 





Nat J. Levy has recently resigned as 
an officer and stockholder of the New 
York Shoe Trading Company, Inc, lo- 
cated in New York. Mr. Levy is tempo- 
rarily located at 122 Duane Street, 
New York. 


* * * 
Kurt Joachim has been promoted 


| from acting buyer to buyer of Budget 


Shoes at Hochschild Kohn & Company, 
Baltimore, Md. 
* * * 

C. A. Elliott has announced the open- 
ing of his new shoe store at 718 East 
Colorado Blvd., Pasadena, Calif. He 
was previously manager of one of the 
many Gallen Kamp’s stores in Southern 
California, 

* * * 

Waldman’s clothing and shoe store 
operated at Cheyenne, Wyo., by Chester 
Waldman, recently celebrated its 16th 
anniversary. 

* * * 

Walter H. Woolford, manager of the 
Phil Woods Shoe store in Casper, Wyo., 
recently visited St. Louis on business. 

* * * 

Harvey Nannen, buyer of children’s 
shoes at Miller & Paine department 
store, Lincoln, Neb., is the proud grand- 
father of a young lady, recently born 
to Mr. and Mrs. Dale Nannen, 

. + 2 

James Sullivan and his wife, Fern, 
have opened a children’s shoe store in 
Compton, Calif. The store will be oper- 
ated under the name of Junior Shoe 
Box. Mr. Sullivan was formerly with 
Sears Roebuck & Co. in the shoe de- 


x * * 
Elmer Sikorski is now representing 
the Deb line of shoes in the Salt Lake 
City-West section. His headquarters will 
be in the Haas Bldg., Los Angeles. 
* * ok 

Harry Sommers has taken over Her- 
man’s Shoe Store, near-downtown store 
at 907 Michigan Avenue, Detroit, Mich- 
igan, from his father, 

* * % 

Joseph Goldstein who for many years 
was associated with Jack Altman Shoes 
in Chicago has purchased an interest in 
The Queen Quality Shoe Salon, 70 E. 
Madison Street, from Henriette Hoag- 
land. Mr. Goldstein and Bob Chapman 
now own and operate the store. 

* * & 


Ben Weinerman, formerly with Mil- 
ton Shoe Store in Duquesne, Pa., has 
bought the same store and renamed it 
Karen Shoe Shop, after his daughter. 


* * * 


Roy Wolgart recently opened his own 
Health Spot Shoe Shop at 84 North 
Walnut Street, Mansfield, Ohio. Prior 
to having his own shop, Mr. Wolgart 
operated the Lima, Ohio shop for the 
Ohio Health Spot Shoe Stores, Inc., for 
eight years. 


Milton Rand, who opened an Inter- 
national Shoe Company store at 6143 
S. Atlantic Blvd., Maywood, California 
last year under the name of McCoy 
Shoes, has recently opened his second 
unit bearing the same name at 3604 
W. Magnolia Blvd., Burbank, Calif. 


2 ae 


Paul Kirsh, owner and operator of the 
Gold Cross Shoe Store in Glendale, 
Calif., has just opened a second unit at 
1065 Broxton Avenue, Westwood Vil- 
lage, Calif., carrying nationally adver- 
tised brands of quality footwear. 

* * * 


Theodore Seidelman, New York rep- 
resentative for Gold Seal Rubber Com- 
pany, Boston, Mass., has announced that 
his daughter, Claire, will be married on 
July 4 to Meyer Sitren. 


oe 


Reg Simpson, formerly men’s shoe 
buyer at the Boston Store, Milwaukee, 
was tendered a farewell party at the 
Wisconsin Hotel after his recent resig- 
nation from that position. He has left 
to go to New York to learn the whole- 
sale end of shoe retailing. 

* * * 

Francis McManus, has been promoted 
from a sales clerk to assistant manager 
of the Twin Shoe Shops at Gimbel’s in 
Milwaukee, 

* * * 

C. A. “Red” Partee, salesman for the 
Freeman Shoe Corporation, Beloit, Wis- 
consin, is on a Fall selling trip covering 
Texas and Louisiana for his firm. 

* * * 


A son was born to Mr. and Mrs. 
Donald Schwartz, president of Jack 
Schwartz Shoes, Inc., New York, re- 
cently. The boy will be named Jack 
after the late founder of the business 
of wholesaling men’s shoes, which Don- 
ald Schwartz now operates. 

ae ae 


H. E. (Hap) Davis, formerly with the 
Smith Bros. Shoe Company, is opening 
the L-D Costume Footwear Shop in 
Michigan City, Indiana, He has had 
twenty years of experience in shoe 
business. 

* ok * 

Paul G. Williams, Jr., secretary-treas- 
urer of the Sons Shoe Co., Bonne Terre, 
Mo., received a double dose of respon- 
sibility recently all within a fortnight. 
The day after Easter a second son ar- 
rived in his household and early in April 
he was elected a city councilman of 
Bonne Terre. 

* ok * 


Lee Goldstein has been appointed 
merchandise manager of women’s and 
children’s shoes at Sattler’s Department 
Store, Buffalo, N. Y. It was announced 
by Aaron Rabow, vice-president of the 
store. Harold Fink is buyer of women’s 
shoes at the store while children’s shoes 
are bought by Mr. Fink and Alexander 
Pytlak, 
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For Sales Impelling... 
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_ THE SHOE DISPLAY DE LUXE 


~.*’Dumb Clerk” does a mammoth 

job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It’s a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DuMB CLERK. 


C. M. BYE, Mgr. 
OSSEO, WISCONSIN 











10 QUICK STEPS 


TO BETTER PROFITS 
IN BOYS’ SHOES 


- 4 
BY BELLEVILLE if 














Prices Steady at Michigan 
Shoe Fair 


GRAND RAPIDS, MICH.—Michigan 
Annual Shoe Fair meeting at the Pant- 
lind Hotel here last month, brought 
forth an encouraging number of orders, 
according to Curtis W. Johns, Grand 
Rapids, president of the Michigan Shoe 
Travelers Club. 

More than 80 salesmen took over five 
floors of the Pantlind Hotel and one 
floor at the Morton Hotel displaying 
their lines. 

Prices held steady for the most part. 
A few lines reintroduced shoes at lower 
prices. 

Number one item in women’s foot- 
wear was the gold sandal. All Summer 
colors were good and black for sum- 
mer heretofore shunned, was on the 
selling list. Casual types played the 
most important role, with spectators 
running second. 

Attendance hit 600 with good weather 
bringing out Western Michigan buyers. 

Those responsible for the successful 
Shoe Fair included Curtis W. Johns, 
president of the Michigan Shoe Travel- 
ers Club, and representative for New 
England Shoe Co., Boston, Mass., and 
William Cohan Co., Chicago; E. W. Jen- 
sen, vice-president, Five Star Footwear, 
Long Island, N. Y.; M. Cantor, secre- 
tary, Simplex Shoe Co., Milwaukee, 
Wis.; Al Apple, treasurer, Portage Shoe 
Co., Milwaukee, Wis. 
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The assisting committee was com- 
posed of Carl E. Verburg, chairman, 
Calumet Shoes and Leverenz Shoe Co., 
both of Sheboygan, Wis.; E. H. Dickin- 
son, Edgewood Shoe Co., Nashville, 
Tenn.; C. H. Bloom, Sinbac Healthy 
Foot Shoes, Chicago; and C. C. Peet, 
Endicott-Johnson, New York. 


Retailers Cautious 


At Omaha Show 


OMAHA, NEB. — Increasing caution 
among retailers was evidenced at the 
Midwestern National Shoe Travelers 
show held at the Paxton Hotel, May 15 
to 18. While the number of exhibitors 
was the highest since prewar days, with 
102 lines showing, compared with 90 a 
year ago, there were only 178 retailer 
registrations or about one-third less 
than a year ago. 

Order placing ranged from about 
even with last year on the higher 
quality nationally advertised brands, 
especially in women’s shoes, to 35 per 
cent down on moderate priced men’s 
lines. 

A. M. Sullivan, president of the Trav- 
elers and Endicott-Johnson Corporation 
representative in Omaha, reported that 
salesmen were satisfied with orders 
from retailers filling in basic men’s 
lines. He added that the tendency to 


keep inventories down may result in a 
last-minute rush for Fall merchandise. 
Salesmen pointed out that manufac- 
turers would gear their output to or- 
ders and that a shortage may result if 
there is heavy “eleventh hour” ordering 
for immediate delivery. 

Prices were firm, following the post- 
Easter adjustment by several houses, 
and salesmen gave retailers no en- 
couragement on lower Autumn prices. 
They pointed out that while hide prices 
have dropped from the high point of 
300 per cent of prewar reached last No- 
vember, it takes two years for a green 
hide to be turned into a pair of shoes. 
That practically assures continued high 
prices for at least another year, while 
in addition hide prices recently took 
another upturn. 

Considerable demand was noted for 
thick-soled shoes for young men, and 
suedes and crepe soles also were 
wanted, especially by buyers from the 
larger cities of the Ohama area. 

Dealers were shying clear of the 
closed toe and heel styles in women’s 
lines, and placing the bulk of their or- 
ders in open models, mostly in plat- 
forms three-quarter-inch and up. Some 
activity was noted in closed-toe models 
with sling backs. Black and wrown 
suedes were about equally in demand 
for early Fall delivery, and the same 
colors in calfskin for later delivery. 
Green was third. 
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ROMEOS 





VTvvvvvVvY 
Men’s Leather 


. \ i * 





To Retail Profitably at $4.49 


Fine quality, smooth, plump kid leather 
Romeos. Fully formed and lasted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade 
stitch- down factory. Sizes 6 to 12, 
including half-sizes. Fast sellers, with 
substantial mark-up! In stock for 
immediate delivery. 


_ PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md. 
" Honest-made Since 1899" 








MEN’S SHOES 





ICA’S BEST KNOV 


WL. Douglas Shoe Co, Brockton 15. Mass 

New York Offices, 508-510 Marbridge Bidg 
New York 1, New York 

West Coast Offices, 401-402 Hao 

Los Angeles 14, California 


Bidg 





96 











Booklet For Shoe Retailers 
Offered By Brown Shoe Co. 


ST. LOUIS.—Just off the press is a 
little booklet entitled Opportunity At 
Hand, which shoe retailers may find of 
value in solving some of the problems 
of retailing in current period of highly 
competitive selling. It was produced 
under the direction of Franklin J, Corn- 
well, head of the Brown Shoe Com- 
pany’s franchise division and is avail- 
able to anyone desiring it. 

The booklet points out that success 
in a retail shoe operation depends on 
five factors, management, merchandise, 
location, adequate capital and promo- 
tion. 

Enumerating the advantages of the 
firm’s franchise store plan the booklet 
goes into some detail in pointing up a 
tried and workable retail strategy which 
a shoe merchant could apply to his own 
business. Briefly this strategy consists 
of six elements. Number one is the im- 
portance of nationally known, nationally 
advertised, branded merchandise. Num- 
ber two has to do with planning and 
designing a retail shoe store. “To meet 
competition successfully,” the booklet 
emphasizes, “the individual shoe retail- 
ers of today and tomorrow must have 
outstanding stores, from the standpoint 
of the store front, display windows and 
interior design.” 

Third element mentioned is the im- 
portance of the store’s accounting and 
record system. Fourth is merchandising 





and management counsel which gives 
the merchant or prospective merchant 
the advantage of merchandising knowl- 
edge gained through long experience. 

The last two elements are commercial 
research and national conventions. Here 
again emphasis is given to the advan- 
tages of being able to use the experience 
of others in making the individual shoe 
business a success. To make for quicker 
reading and at the same time clear un- 
derstanding the booklet is illustrated 
with a number of well-conceived draw- 
ings and photos. 

Motivation for the booklet, according 
to Mr. Cornwell, has been the need for 
getting into concrete form the condi- 
tions and requisites as well as the ad- 
vantages of the company’s Franchise 
Stores Program. 


Chicago Shoe Travelers 
Ready For Show This Month 


CHICAGO — An excellent attendance 
of shoe retailers from the Chicago area 
and surrounding states is expected for 
the next showing of the Shoe Travelers 
Association of Chicago to be held at the 
Morrison Hotel June 6 through 9th. 

Social event of the show will be a 
cocktail party on Sunday June 6 in the 
Roosevelt Room of the Morrison Hotel. 

This is the largest of the regular 
showings of the Chicago association. 
Some 130 lines, most of them manu- 
facturers, will be represented. 





New Exclusive Shoe 


cS ee 8, 





Hollywood, Cal.—Newly opened is this exclusive Johnston & Murphy shoe cepart- 
ment in the London Shop in the Hollywood-Roosevelt Hotel. Jack Tate, who is sales 
representative for Johnston & Murphy for the Western part of the country, operates this 
shop, as he does a similar set up in the Beverly Hills London Shop. His assistant is Jack 
Elman, formerly with the J. L. Ashe Co., Fort Worth, Texas. 

Hand carved fitting stools complement the all-wood paneling which is also done in 
hand carved oak, giving a rich English atmosphere to the shoe department. 
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CHILDREN’S 
BAREFOOT SANDAL 





Heavy Smooth Elk — Unlined — Brown 
Smooth No-Mark Rubber Soles and Heels 





$] 37% 
While They Last! 
Sizes: 5-8, 8!/2-12, 12!/2-2 
As above, including BLUE, Heavy Unlined 


Elk Leather Sandals, Leather Insoles, Oak 
Bend Soles. 


Sizes: 5-8, 8!/2-12 Spring Heels $2.00 

12'/.-3 Regular Heels 2.10 

Immediate Delivery N/10 F.O.B. N.Y. 
36 prs. to a run of color to case 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 





CHILDREN’S SHOES 





Easy to Fit 
eC 
to Sell! 


No. 6001 
Feature Shoes for Children 
White Elk; 82 to 12 ABCD; 6%2 to 8 
BCD; 3 te 6 CD; Top Quality Materials. 
Same in Brown Elk, No. 6005 


Manufacturers of Bavers Foot Trainers 
Write for Complete Intormatio 
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Wins Advertising Award 


LOS ANGELES, CAL.—Margot Han- 
drahan Mallary, formerly of Brockton, 
Mass., now fashion director of J. Walter 
Thompson, Los Angeles, recently re- 





Margot Handrahan Mallary, fashion di- 
rector at J. Walter Thompson, Los An- 
geles, receives the second annual Frances 
Holmes Award for copy and honors in 
television, publicity and store promotions. 
With her is Miss Holmes, right, for whom 
the award was named. 
ceived the second annual 
ment in copywriting and honors in 
store promotions, publicity and televi- 
sion. A feminine Oscar, called a Lulu, 
was presented to her at the awards 
dinner which is the Southern California 
advertising women’s version of the Mo- 
tion Picture Academy Awards. 


Although the competition allows only | 


one first prize to any single contestant, 
this is the second year Mrs. Mallary has 
been the only entrant to receive multiple 
mention. 

Honors went to the promotions which 
she staged at leading stores and from 


| which they reported sensational sales 
| results. A unique feature was a fluor- 


escent fashion show which Mrs. Mallary 
originated and narrated. 

She began her career at Jordan 
Marsh, Boston, after graduating from 
Radcliffe. Her slogan, “It costs so little 
to look so lovely,” is still being used 
by Jordan’s after nine years. After little 
more than a year at that store she 
went to Stern Brothers where she was 
the youngest fashion copywriter in New 
York City and wrote shoe ads com- 
mended by leading shoe manufacturers 
and advertising executives. 

In 1942 she resigned from Stern’s to 
marry Robert Mallary, California artist, 
and live in Mexico where she produced 
a radio program. Next she went to 
Kahn’s, Oakland, as assistant adver- 
tising manager before joining J. Walter 
Thompson, Los Angeles, as account 
executive and fashion director. 
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WORK SHOES 














Men’s Popular Priced Work Shoes 


Men’s Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 











SHOE CLEANER 








Frances | 
Holmes Award for outstanding achieve- | 












SENSATIONAL 


White Dry Shoe Cleaner 


Retail 


Cost. $1.85 Dz. — $21.00 Gr. 
ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2611 So. Indiana Ave., Chicago, Ill. 











PRICE TICKETS 














PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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CHILDREN’S SHOES 








BROWN KID ROMEOS 


Leather quarter back, leather insole, heovy 
leather soles, brown rubber heel. 


SIZES INS — Daily or Weekly 







#510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 












785 N. Woter St. Milwaukee 2, Wis. 











ACROBATIC SANDALS 








chy 


trade 
@nark 
reg. 


Black, red 


white, fawn, 


green and blue 
SIZES 9 to 3 
and 
SIZES 4 to 9 
$2.00 pair 
Retail 


“ 
\) 
Crepe &° 


JAYRICH FOOTWEAR CO. 
East Lynn, Mass. 
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February Shoe Output 
Shows Slight Gain 


| WASHINGTON, D. C. — Shoe and 
| slipper production in February was 40 
million pairs, approximating the output 
in January and 5 per cent more than the 

amount manufactured in February 1947, 

according to the Bureau of the Census, 

Department of Commerce. 

Shipments totaling 40 million pairs 

in February were valued at $157 mil- 

lion, an average price per pair shipped 
| of $3.91. In January, shipments of foot- 
wear totaled 40 million pairs valued at 
$159 million and in February 1947, 
shipments of 38 million pairs were val- 
ued at $142 million. The average price 
per pair shipped in January was $3.91 
and in February 1947 it was $3.79. 

Shoes, sandals, and playshoes, com- 
prising 93 per cent of the footwear out- 
put in February, totaled 37 million 
pairs, approximating the production in 
January and exceeding the February 
1947 output of 36 million pairs by 5 
per cent. Of these types of footwear, 
the total produced in February for 
women was 18 million pairs, and 9 mil- 
lion pairs were manufactured for men. 
The February output of men’s and 
women’s shoes, sandals, and playshoes 
showed a slight decrease in comparison 
with the January production. In com- 
parison with February 1947 production, 
however, the output of women’s shoes, 
sandals, and playshoes was up 3 per 
cent and similar type footwear for men 
showed a production increase of 6 per 
cent. 

Slippers for housewear produced in 
February totaled 2 million pairs, 6 per 
| cent more than the output in January 

and 15 per cent more than that in 

February 1947. 


Reliquary Shoe On Display 
As The te 





New York.—Shown above is a reliquary 
shoe, recently purchased for The Cloisters 
through the generosity of John D. Rocke- 
| feller, Jr. This 14th Century relic from 
France, may be seen in the exhibition at 
The Cloisters, Fort Tryon Park, this city. 

Cases of embossed leather were often 
made as protective coverings for the more 
precious metal reliquaries, to be used 
when relics were not being displayed to 
the people. This leather shoe probably 
served such a purpose. The shape suggests 
that the relic enclosed was probably a 
bone from the foot of a saint. The scenes 
are from the life of St. Margaret. 
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a NEWS!! 





The latest revised diliin < of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 


75c per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 


RECORDER 
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Retailing 











Ideas 





MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- 
pedia of practicable, workable "ideas for 
the experienced merchant. No theories— 
all tried, true . . . NOT just another shoe 
book, but offers in addition to 138 specific 
shoe promotions, the best ideas from the 
entire retailing field for instant adaptation 
to his particular requirements. 

Foreword by PAL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 

Please remit with order. 


5% x8 3 50 40 Chpts. 


306 Pages Postpaid 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 
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News of the SileSMeM and Suypliers 


Quality, Style and Fit Stressed at Clinic 





Above, from left to right, J. C. Perry cf Petersen-Harned-Von Maur, Davenport, 
lowa; A. J. Braver, Jr., Braver Bros. Shoe Co.; Marcus Rice, Clark R. Gamble, James 


S. Legg, Martha Grigsby, and T. A. Hail. 


ST. LOUIS—“One of the responsibili- 
ties that we, the manufacturer, recog- 
nize toward you, the retailer, is the 
maintenance of the quality, the styling 
and the fit that will enable you to sell 
the shoes we deliver,” Clark R. Gamble, 
vresident of Brown Shoe Company, said 
n a talk to forty-five out-of-town mer- 
handise managers and shoe buyers at- 
ending the Martha Grigsby, Inc. Fall 
shoe clinic at Hotel Statler in St. Louis, 
April 21. 

James S. Legg, chairman of the 
Board of Directors of the St. Louis 
Shoe Manufacturers Association, pre- 


sided over a _ manufacturer-retailer 
panel which featured talks by Marcus 
Rice, merchandise manager of Famous- 
Barr, St. Louis, and T. A. Hall, mer- 
chandise manager of Miller-Rhodes, 
Richmond, Va. Thirty completely co- 
ordinated costumes were shown in a 
Fall fashion show conducted by Martha 
Grigsby. 

“The St. Louis shoe market wants the 
styles and the quality at the right price 
so that our customers can sell their 
customers a second pair of St. Louis 
made shoes,” said Mr. Legg in his ad- 
dress. 





Champion Named 
To Credit Board 


CHICAGO.—H. S. Champion, credit 
manager of Gutmann & Company. here, 





H. S. CHAMPION 
has been elected to the Board of Di- 


rectors of the Chicago Association of 
Credit Men. 


June |, 1948 


Mr. Champion is a native of Griffin, 
Georgia and was graduated from the 
University of Alabama in 1927. Shortly 
after graduation, he came to Chicago 
and joined the C, A, Dunham Company. 
Four years later, he became associated 
with Gutmann & Company. 

Mr. Champion has been active in the 
Chicago Association of Credit Men as 
a member of important committees, and 
has received the award of Fellow in 
the National Institute of Credit. He 
has served many years with the Chicago 
Regional Committee of the Tanners’ 
Council Associates, 





Salesmen Stage Surprise 
Party For Walter C. Roose 


CHICAGO.—Salesmen for the Marion 
Shoe Division of Daly Bros. Shoe Com- 
pany staged a surprise party on their 
former sales manager Walter C. Roose 
during the National Shoe Fair, here. 
They presented him with two traveling 
bags made of fine English saddle leath- 
er. Mr. Roose is now associated with 
the Rasmussen Shoe Company of Wor- 
cester, Mass, 


Appoints New Western 
Sales Representative 


NEW YORK.—Wilson Connolly, of 
Los Angeles, has been appointed sales 
representative for Lotus Shoes, Inc., 
in the Pacific coast and western terri- 
tory, according to an announcement by 


4 





ADOLPH AXELRATH 


Adolph Axelrath, head of the »rganiza- 
tion. Eastern sales are being handled 
by E. J. Egan, with offices in the Lafay- 
ette Building, Philadelphia. 

National advertising for Lotus, now 
appearing in Esquire and the New 
Yorker, will be doubled and additional 
advertising will be used in certain key 
markets. An unusual response is re- 
ported from this advertising, with in- 
quiries from points as remote as Rewa 
state, in Central India, whose Maharaja 
ordered a pair of Lotus Veldtschoen 
shoes for his wardrobe. A new 16-page 
catalog has just been issued to the 
trade, featuring these and other models 
in the line. 

Distribution of Anglespike golf shoes 
through professional golf shops is pro- 
ceeding, supported by trade paper ad- 
vertising. 


Goldstein Replaces Souther 
As Chairman and Director 


CHICAGO—Norman N. Souther has 
recently resigned as chairman and mem- 
ber of the Board of Directors of the 
Shoe Travelers Association of Chicago. 
Mickey Goldstein has been elected to re- 
place him and to fill out his term. 








Hi. Gooke Represents Colonial In Switzerland 








Basle, Switzerland.—Shown above, second from the right, is Herbert W. Cooke, 
who represented his company, Colonial Tanning Company, Boston, Mass., at the Inter- 
national Fur and Leather Fair, which was held here recently. 





New Color Coordination Book 
By Ohio Leather Company 


NEW YORK—The Ohio Leather Com- 
pany have recently brought out a color 
coordination book which they are call- 
ing Color Harmony in Calfskin Fall 
1948. The material has been assembled 
as a follow-through on the information 
which the company has been regularly 
giving its customers and in resdonse to 
requests for such an additional service, 
according to Doris Beechman, fashion 
director. It is hoped, she says, that re- 
tailers and manufacturers of both shoes 
and bags will find the book of help. In 
seven pages of swatches and fashion 
information the reader is shown the 
leading Fall shoe colors coordinated 
with ready-to-wear fabrics and two ad- 
ditional pages of handbag leathers. 

In addition to giving exact color in- 
formation to the retailer and to the in- 
dividual sales clerk, this careful match- 
ing of colors will, it is hoped, be of as- 
sistance to the consumer in enabling her 
to find the correct colors in her own 
price bracket. 





International Makes 
Price Adjustments 


ST. LOUIS.—International Shoe Co. 
has made price adjustments in four of 
its women’s divisions since the increases 
announced at the Chicago Fair. 

The Pennant and Jefferson branches 
have increased prices to about the level 
in effect prior to the reductions late in 
March. The Queen Quality and Vitality 
branches have established lower retail 
prices set up according to changes in 
patterns rather than material costs. 

The Queen Quality line now will re- 
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tail most of its patterns in the $10.95 
and $11.95 bracket with a limited num- 
ber at $12.95, while Vitality shoes will 
have more patterns in the lower level 
of the $10.95 to $12.95 bracket. 





Georgia Shoe Company 
Opens New Factory 


BUFORD, GA.—Georgia Shoe Manu- 
facturing Company, recently opened a 
new factory here. The plant will pro- 
duce old sportsmen boots, work shoes 
and Goodyear welts, featuring old 
sportsmen hunting boots. They expect 
to have a 1,200 daily output. 

The company’s nail factory located 
in Flowery Branch, Ga., is also being 
enlarged. 

The Georgia Company features para- 
trooper boots for men and boys, simi- 
lar to the jump boots worn by our 
servicemen in the last war. 

G. W. Bailey is president of the 
Georgia Shoe Manufacturing Company 
and Sam Prelling is general manager. 
Phil Prelling is the sales manager. 





Trimfoot Opens Service 
Office in New York 


ST. LOUIS.—Trimfoot Company has 
recently opened a service office suite 
in the Hotel McAlpin, New York. 

The new offices and showroom will 
be used as headquarters for Trimfoot 
representatives passing through New 
York, but the primary purpose will be 
to provide service accommodations for 
customers in or visiting New York, The 
complete Trimfoot line will be displayed 
in the suite. 

E. J. “Pat” Crowell, district manager 
in the New York area, will use the ser- 
vice office as his headquarters. 


Sundial Expands 


Export Activities 


MANCHESTER, N. H.—The Sundial 
Shoe Company, Eastern Division of the 
International Shoe Company, has ex- 
panded its field of distribution, not only 
in domestic fields, but also in export 
markets covering three continents. 

Over a year ago the company decided 
to broaden its export market, following 
the same policies which govern its do- 
mestic distribution program in the 
United States. This policy was to deal 
directly with merchants in export coun- 
tries through the medium of its ex- 
panded export department. 

During this period, sales survey work 
was conducted and accounts established 
in Europe, the Scandinavian countries, 
the British Isles, Canada, South Amer- 
ica, Central America, the islands of the 
Caribbean, the Philippines and China. 

Like many other industries, export 
operations have been somewhat cur- 
tailed by currency controls and shortage 
of dollar exchange. In spite of these 
obstacles, the firm anticipates a con- 
tinuing growth of its distribution in 
foreign countries. 





Jumping-Jack Display 
Acclaimed By Dealers 





Chicago, IIl.—A display, created by the 
Vaisey-Bristol Shoe Company, Rochester, 
N. Y., manufacturers of Jumping-Jack 
Shoes, was acclaimed by many as one of 
the hit displays of the National Shoe Fair, 
held here in April. 

It was created primarily because of the 
great demand for a selling display of this 
type for infant's and juvenile departments 
in both specialty shops and department 
stores. Made for dealers, it is of solid 
bleached oak and plywood. The seats are 
padded and covered with leatherette. 

The basie unit carries a stock of 160 
pairs of shoes to take care of the two 
attached seats. 
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SANDALS 








The 
NEW LOOK SANDAL 


Elk Leather Uppers 
Non-Marking Soles 





N , 
$2.00 ..3" 
© F.0.B. N. Y 


RED, BROWN, WHITE, GREEN 


Sizes: 814-12 1214-3 
Immediate Delivery 
BEN MARBACH 
FOOTWEAR CoO. 


107 W. Broadway New York 13, N. Y. 














FOOT SOCKS 








“LYCO” seamless sole, elastic top, snug 
fitting heel, one shade only. 
“Celanese” Rayon... -$2.75 per dozen pair 
Quality Cotten...) $1.80 per dozen pair 
acked in 6 al attractive — Counter easel 
OP Th Geme. GEE: civescinescs zes 842 to II 
ven & COMPANY 
120 Duane St., New York 7, N. Y. 


Quality Shoe Store Supplies for 48 Years 











Plans Big Campaign On 
Acme Cowboy Boots 


CLARKSVILLE, TENN.—A national 
advertising campaign will be launched 
soon for Acme Cowboy Boots. The 
manufacturers, Acme Boot Manufactur- 
ing Company, here, currently are en- 
gaged in a preliminary announcement 
campaign directed to the trade. The 
theme of this campaign is, “It Happens 
June 23.” 

The campaign will be the biggest 
thing of its kind ever done in the field 
of cowboy boots, according to Sidney 
Cohn, Acme president, He states they 
will use full scale national advertising 
in important national magazines with 
advertisements appearing continually 
and regularly in full color. Full details, 
he said, will be announced shortly, 
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Thompson Representing 
Sandler of Boston 


LOS ANGELES, CAL.—James R. 
(Jimmie) Thompson is now represent- 
ing Sandler of Boston in the larger 
cities on the West Coast and the Ha- 
waiian Islands. For the past ten years, 





JAMES R. THOMPSON 


Mr. Thompson has been with the Physi- 
cal Culture division of The Selby Shoe 
Co. He will maintain his headquarters 
in Los Angeles. Mr. Thompson is serv- 
ing his first year as president of the 
West Coast Shoe Travelers Associates. 





Goldsmiths Form New 
Shoe Machinery Corp. 


LOS ANGELES, CAL.—The Los An- 
geles Shoe Machinery Corp. has been 
formed with Albert Goldsmith as presi- 
dent and Paul Goldsmith as treasurer. 
Offices, sales and service departments 
are at 1820-22 South Main Street, here. 
The corporation features a complete 
shoe machinery, shoe fac- 
tory supplies, as well as a complete 
machine shop for servicing shoe ma- 
chinery. A new toe bed laster is also 
being produced by this concern. 





Allied Kid Divisions Move 


NEW YORK.—The Allied Kid Com- 
pany has announced the removal from 
100 Gold Street to 419 Fourth Avenue 
of their New Castle Division and 
Quaker City Division, also their Fash- 
ion, Publicity and Export Departments. 





Howard Fox On Trip With 
Firm’s Newest Designs 


NEW YORK.—Howard Fox, of Fox 
Shoe Mfg. Corp., left recently on a five- 
weeks’ trip through the Southwest and 
the Coast. He is presenting to the retail 
trade a newly designed group of booties 
and a group of dressy shoes on 18/8 
heels. 

Howard Fox, secretary of Fox Shoe 
Mfg. Corp., a member firm of The Guild 
of Better Shoe Manufacturers, is presi- 
dent of the New York Association of 
Younger Shoe Men. 
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QUALITY SHOES 
BELOW CURRENT PRICES 
Quality Shoes we Since 1932 
Nationally Known tr tntye ten fe 

Nation’s Leading Manufacture 


M.K. WEIL SHOE CO. 
é, While in Town See Weil 4 
HRS ness 


1215 Washington Ave. 
St. Lovis 3, Mo. 
Los Angeles Office—Haas Bldg. 





TENNIS SHOES 








TENNIS COURT SHOES 


Ne. 707 Men’s White No. 708 Men’s Blue 


BUFFED CREPE SOLES 
CUSHIONED HEEL and ARCH 
LEATHER INSOLES 


SIZES: 6% to 11—7 to 11—8 to 12 
Terms: 2/10 N/30 
Immediate Delivery 


ARNOFF SHOE COMPANY 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reade St.. New York 7, N. Y. 
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WRITE US TODAY for our 
new illustrated Catalogue with 
lower prices... 
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X-RAY SHOE FITTERS 





m2 HORIAN & SONS 


2507 S. HOWELL AVE 


SPECIAL 
ANNOUNCEMENT!! 


Now for the first time in 
three years Adrian X-ray 
shoe fitting equipment is 
available for early deliv- 
ery. Increased produc- 
tion, plus a much im- 
proved flow of high grade 
materials, make it possi- 
ble to offer two weeks’ 
shipment on mos? models. 
Write for full 
information. 


X-RAY omen ay wa. mad 


Originators of X-Ray Shoe Githi 
4 mG 





MILWAUKEE 7, WIS 





Buy Savings Bonds 
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Marino Inc. Buys Plane for Faster Service 


iy,’ 





The “John Marino Express,’’ the plane acquired by the firm for rapid selling and 
delivery service. Standing at the right is John Marino, president, and at the left is 


William F. Drucker, sales manager and pilo 


NEW YORK.—An airplane has been 
acquired by John Marino, Inc., as a 
rapid selling and delivery service. The 
ship took to the air recently for a 
coast-to-coast trip, with William F. 
Drucker, a licensed pilot and sales 
manager of the firm, at the wheel. 

The plane is a Fairchild 4 place mono- 
plane with ample room for carrying 
cargo, and is equipped with two-way 
radio and blind-flight instruments. It 
is painted royal maroon to match the 


t of the plane. 


shoe boxes cf John Marino, Inc., and 
placed on each side of the fuselage is 
the name of the firm, together with the 
Marino hallmark, a wreath in the mid- 
dle of which are the initials J. M. 

“This ship was purchased to provide 
our retailers with the fastest and best 
service possible,” said John Marino. 
“New styles can be dispatched with 
greater speed because of this plane. It 
will be utilized at all times for whatever 
service our accounts require.” 





Mannie Saifer Joins 
Consolidated Footwear 
MALONE, N. Y.—Mannie Saifer re- 


cently joined the sales staff of Consoli- 
dated Footwear Corporation, here, man- 





MANNIE SAIFER 


ufacturers of nationally known Stadium 
and Sun Valley Boots, Cossack Booties 
and other capeskin and fabric house 
slippers. 

Mr. Saifer who was formerly sales 
representative for Solar division of the 
Kleven Shoe Co., will assume his duties 
as regional sales manager for Consoli- 
dated Footwear embracing the mid- 
western territory with offices at 7507 
Buckingham Drive, St. Louis. 

Al Sillman formerly retail merchan- 


dise manager of women’s shoes for 
Sears, Roebuck & Company will assist 
Mr. Saifer. 


Wohl’s Shoe Fair Display 
Had Live Models 


CHICAGO.—The display presented at 
the recent National Shoe Fair in this 
city, by Wohl Shoe Company of St. 
Louis, drew quite a bit of attention. 
from the large crowd attending the 
fair. 

Located in the Hollywood Room on 
the Mezzanine of the Morrison Hotel, 
Wohl Shoe Company transformed the 
large area into a circular display that 
attracted many comments. 

Electrically lighted shadow box units 
of grey wood-finish lined in green 
formed the shoe displays. The center of 
attention in the room was the stage 
platform on which the shoe models ex- 
hibited the newest styles in the Wohl 
brands. This platform was framed by 
a background of curved prismatic glass 
extending almost to the high ceiling. 
Velvet drapes of yellow and rose were 
used throughout the display to separate 
the shadow box units and the stage. 

One section of the display showed 
copies of magazine ads from Wohl’s 
extensive national advertising program. 
Circling the room atop the shadow box 
units were cut-out wood letters of the 
Wohl Shoe Company nationally adver- 
tised brands, 
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Marsh Now Representing 
W. L. Douglas Shoes 


BROCKTON, MASS. — Harvey E. 
Marsh is now representing the W. L. 
Douglas Shoe Co. in the states of Colo- 
rado, Wyoming, Utah, Eastern Mon- 





HARVEY E. MARSH 


tana, Eastern Idaho, Kansas, Nebraska. 
He will work under the supervision of 
R. H. Peek, Western manager for the 
Douglas lines and will make his head- 
quarters in Denver, 

Mr. Marsh traveled the Rocky Moun- 
taln states for eight years for the Dr. 
Scholl Mfg. Co, and was shoe buyer 
in the Joe Alpert Department Store, 
Denver. The past year he traveled for 
Kushins, 





Joyce Plant Used By RKO 


PASADENA, CAL.—R.K.O, Pictures, 
Inc. recently used Joyce’s plant here 





Pictured here taking a shot of tie Joyce 
plant in Pasadena, Calif., is the location 
crew from R.K.O. Pictures, Inc. 


to make some background scenes for 
a picture called Weep No More star- 
ring Joseph Cotten and Valli. 

The story concerns a lad who works 
in the shipping department of a shoe 
factory and falls. in love with the 
daughter of the owner of the factory. 

The scene shot at Joyce will be pro- 
jected on a ground glass screen from 
the rear in the studios and will serve as 
a background for action which will take 
place in front of the screen, 
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K Sand MOTHER'S 


oS VOLUME is UP and PRICES 
SS are DOWN when you feature 
Bek GERDAKINS — the ALL 
SS> LEATHER SANDALS. Such 
—~s good value that we put our 
brand name on every pair. 

You'll sell them in volume 


the whole Summer long. 


—.No. 5681 


All Elk Leather 
Unlined Sandals 
__ RETAN 
= LEATHER 
SOLES 
Colors: Brown, 


Red, White, 
reen 


Sizes: 5-8, $1.85 
¥/,-12, $1.85 
12!/>-3, $1.90 


Packed in attractive Gerda 
3 hanes. Samples on Request. 


S GERDA Protects Yer Mark- Up 4 


Pocketbook Too! 


Gerdakans 
ga 


No. 5682 


Leather Lining, Leather 
Innersole. Colors: Red, Brown. 
Sizes: 8'/2-12 $2.40; 12!/2-3 $2.40 

‘ 
\ ‘“ 


\ We Ds 


A GERDA: ppeccey CO. INC = 


158 DUANE STREET 


"GERDAGRAM 


YORK 3:3 
EXPORT 


NEW 
FOR 








Some forty-two Joyce employees were 
included in the scene, each receiving 
reimbursements for their efforts. Weep 
No More is scheduled for release ten- 
tatively in September. 





. S. McElhiney Retires After 


33 Years with J. R. Evans 


ST. LOUIS.—Wills T. Engle, head of 
the St. Louis office of the John R. Evans 
Leather Co., gave a farewell luncheon 
recently at the Jefferson Hotel here for 
Sherman McElhiney, who retired from 
the company after 33 years of service. 

Mr. McElhiney’s service with the 
company was unbroken during that en- 
tire period except for seven months’ 
service with the Infantry during World 
War I. Mr. McElhiney plans to retire 
to a farm near Doniphan, Mo. on the 
Current River. 

Mr. and Mrs, McElhiney’s son is com- 
pleting the requirements for a degree 
from the University of Missouri School 
of Mines and Metallurgy at Rolla, Mo. 





Cellini Appoints McNair 
East Coast Representative 


PHILADELPHIA, PA.—Harold H. 
Callahan, president of Cellini Shoes, 
Inc., recently announced that James S. 
McNair has been appointed Southern 
East Coast representative. 

Mr. McNair was with the Selby Shoe 


Company of Portsmouth, Ohio for two 
years and just recently returned from 
Sao Paulo, Brazil, where for the past 
year he held an executive position with 
the Clark Shoe Company, a Selby sub- 
sidiary. 

Mr. McNair spent six years in the 
service of the United States Navy, dur- 
ing which time he served on the staff 
or Commander in Chief of the United 
States and Pacific Fleets, on a New 





JAMES S. McNAIR 


Zealand Naval Board for Communica- 
tions, and later as assistant Naval At- 
tache to the American Legation in Well- 
ington, New Zealand. 
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C. F. RICHMOND SHOE CO. 
Brockton 15, Mass. A Division of the W. L. Douglas Shoe Co. 


An unusual opportunity 


Our Advertisement on Page 6 of this magazine offers an unusual op- 
portunity to those experienced in the field of selling shoes to volume 
operators. If you can qualify for the position of special factory rep- 
resentative, we would be pleased to talk to you. Some sections of the 
country, especially the East, are still open. All replies held in strict 
confidence. This is a most unusual opportunity. Address all com- 





from $9.95 to $12.95. 


considered. 


with confidence. 





SALESMEN WANTED 


By MAINE SHOE MANUFACTURER of highest quality 
MEN’S HAND SEWN MOCCASIN TYPE SPORTS to retail 


This well known short line with complete in stock department 
offers unlimited opportunity for substantial earnings. 


Only experienced men with excellent reputations will be 


State experience and territory desired. Applications will be treated 


Address Box 564, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York, N. Y. 








ALES REPRESENTATIVE WANTED. 

Well-known Eastern Ladies’ Novelty House 
has an opening for a Salesman in Chicago and 
adjacent vicinity. Territory well established 
and alive. Address #579, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
a. ee 


ALESMAN WANTED BY WELL ESTAB- 

LISHED COMPANY for a complete Line 
of Fast Moving Children’s Shoes carried In 
Stock in Widths, for Massachusetts, Northern 
New York and Mohawk Valley. Address #569, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





TWO OPPORTUNITIES 


TENNESSEE and Adjacent Ter- 
ritory — DETROIT and 
State of Michgan 


We are in urgent need of the 
RIGHT men to handle our diver- 
sified Line in these two territories. 
Liberal commission. Established 
accounts. Applicant must own car. 
Good appearance, good health, and 
experience selling shoes in these ter- 
ritories only requirements. Our Line 
could also be profitable as a sideline. 
Replies held confidential. 


w 


DUNHAM BROTHERS COMPANY 
Brattleboro, Vt. 











Seopa WANTED TO CARRY AT- 
TRACTIVE AUSTRALIAN ALL-WOOL 
Quality Felt Slippers, Priced Right. All ter- 
ritories, including New York except Washing- 
ton and territory south of Washington, East of 
the Mississippi; California, Oregon, Washing- 
ton and Idaho. Address #586, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








NATIONALLY KNOWN 
MANUFACTURER 


of Women’s Corrective Type Shoes, 
backed by a large In Stock Depart- 
ment, retailing about $6.95, has 
openings for several salesmen who 
have good following of Buyers in 
these territories: 


PENNSYLVANIA MICHIGAN 


NEW YORK COLORADO 
OHIO TEXAS 
INDIANA OKLAHOMA 


Our sales organization knows of 
this Ad. Please give us complete 
details of yourself, including type 
of Shoes you are g and ar- 
rangements will be made for an ' 
interview — at our expense. 

Address Box 558, care BOOT & SHOE RECORDEP 

100 East 42nd Street, New York, N. Y. 
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CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. 
vertising except for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


[==> Advertisements for this page must be in our New York Office 10 days preceding publication date “= 


No accounts are opened for classified ad- 
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SHOE SALESMAN WANTED 
BY ESTABLISHED MANUFACTURER of MISSES’, 
CHILDREN’S, BOYS’ AND GROWING GIRLS’ SHOES. SALESMEN WANTED 
OUR LINES RETAIL $4. to $7. 





We operate an extensive Instock Department. FOR NORTH AND SOUTH CARO- 
We are interested in securing the full time service of experienced LINA, VIRGINIA, WEST VIRGINIA, 
Shoe Salesmen for the following territories: GEORGIA, ALABAMA, KENTUCKY, 


TENNESSEE, TO CARRY STRONG 


ow fe . LINE GROWING GIRL COMPO WELT 
3. Florida _ 11. Mississippi SHOES TO RETAIL AT $5.00 AND A 
4. — City and Western 12, Minnesota COMPLETE LINE OF MEN’S GOOD- 
¢ ta. 13. 96 Lowle aad Hastern YEAR WELT DRESS OXFORD TO 
6 Milesis Missouri RETAIL AT $7.50 TO $7.95. ALL 
7. Wisconsin 14. Nebraska SHOES IN STOCK. WONDERFUL 
8. Kentucky 15. Colorado OPPORTUNITY FOR LIVE-WIRE, 

Address Box 514, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York, N. Y. AGGRESSIVE MEN WHO HAVE A 


GOOD FOLLOWING IN THESE TER- 
RITORIES. ALL REPLIES STRICTLY 
CONFIDENTIAL. GIVE FULL PAR- 


SALE S MEN WANTED TICULARS AND EXPERIENCE. 


SALESMEN TO CARRY NATIONALLY ADVERTISED LINES OF 








ATHLETIC FOOTWEAR * 
FOOTBALL — BASEBALL — BASKETBALL — GOLF 
BOWLING — SKI BOOTS — ICE SKATES — OUTFITS Address Box 560, care BOOT & SHOE RECORDER 
MOCCASINS — HUNTING AND RIDING BOOTS, ETC. etpcenieanenseianmataies 


May be carried as SIDELINE with NON-CONFLICTING 
LINES or EXCLUSIVE. COMMISSION BASIS (5%). 


Several lucrative territories now open. ALESMEN FOR WORLD RENOWNED 
WRITE NOW. Give EXPERIENCE and REFERENCES. ENGLISH SHOE POLISH, New York 
and Metropolitan area. Must have car. $75.00 

r week, and liberal mileage allowance on car. 


ARNOFF SHOE CO., Inc. « 101 Duane St., New York 7, N. Y. Address "$582, care Boot & Shoe Recorder, 


100 East 42nd Street, New York 17, N. Y. 





























meevsingpto SALESMEN WANTED 
NATIONALLY ADVERTISED 
CASUAL AND SPORT Nationally Advertised Line 
TYPE Exceptional opportunity open with long established company; distributors 
SHOES ‘ of Women’s Style Footwear — priced to retail at $5.95 to $7.95. 
¥ Following Territories Open — (Subject to Revision) 
OPEN TERRITORIES: #1— WASHINGTON, OREGON, CALIFORNIA, ARIZONA 
1. Georgia, Alabama, Florida, #2—MONTANA, WYOMING, IDAHO, COLORADO, 
So. Carolina. UTAH, NEVADA, NEW MEXICO 4 
2. Western Pennsylvania, Up- #3— WISCONSIN, MINNESOTA, IOWA, NEBRASKA, 
per New York State, Ohio. NORTH DAKOTA, SOUTH DAKOTA - 
3. Eastern Pennsylvania, Dela- Only experienced shoemen need apply, but non-competing line may be 
ware, Southern New Jersey, carried. Please write fully. Send photograph if possible. 
Maryland, Washington, D. C. Address Box 563, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York, N. Y. 











West Virginia, Kentucky, 
q Tennessee. ALESMEN WANTED to sell Nationally NDIANA, ILLINOIS, OHIO ar f 
Advertised Line of Play Shoes, also Women’s I this well-known, Trade-Marked lies ot 2 


| 4. North Carolina, Virginia, 
| 


5. Montana, Wyoming, Idaho. Novelties and Sport Oxfords. May carry as Stock Juvenile Footwear. Can be carried with 
* side line, or exclusively. Commissions weekly. a non-conflicting Line. SINBAC SHOE COM- 
Address #578, care Boot & Shoe Recorder, | PANY, Chicago, Illinois. 


4] Address Box 562, care BOOT & SHOE RECORDER 1221 Locust Street, St. Louis 3, Mo. 


100 East 42nd Street, New York, N. Y. GALESMEN: FAST SELLER, RETAIL- 
ING FOR $1.00; “Ruff-EEZ” Orig:nal 


ss gp olss is Plastic Quilted Skuffie. All territories n. 
ALESMEN WANTED FOR FOLLOW. Carry as a sideline. YALE PLASTIC PROD. 























ALESMAN FOR LEADING WHOLE- ING TERRITORIES: 1. Virginia and UCTS, 218 State Street, New Haven, Conn. 
S SALER CHILDREN’S SHOES. Nation- West Virginia. 2. Western Pennsylvania. 3. 
ally Advertised in Stock Line. Only men with Texas. Famous Brand of Children’s Shoes. 
- —, —— = eae "tan = Only top men considered. Furnish full par- 
i and, elaware, an istrict Oo olumbia. ticu in firs % 7 
i Drawing account. Give full particulars in first ages pte ~ e 25 a pg SIDE LINE SALESMAN Ww7D. 
letter. Address #568, care Boot & Shoe Re- New Vak 17. si x . 


i 100 East 42nd Street, New York 17, 


Poe et eee HOE SALESMAN FOR MANUFAC- 

HOE SALESMEN TO CARRY SIDE. TURER of Fine Line of teen-age, low 
LINE of High Styled Women’s Novelties heel shoes for Minnesota, North and South 
and Fine Line of Casuals for Chicago and eee tice Mies Shana Wika 








S HOE SALESMEN, EXPERIENCED, 
‘2 WANTED BY JOBBER. Staple Shoes for 
Suburban Chicago and Middlewest. Commis- 


sion and drawing account. Address #567, care surrounding area. Commission basis. Address linois, Indiana and Ohio. Add: 577 
Boot & Shoe Recorder, 209 South State Street, #571, care Boot & Shoe Recorder, 100 East Boot & ‘Shoe Recorder, 209 South Stats Street, 
Chicago 4, Ill. 42nd Street, New York 17, N. Y. Chicago 4, IIL. 
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SIDE LINE SALESMAN WTD. 


HELP WANTED 


POSITION WANTED 





S UFERB LINE OF MEN’S AND WO- 
MEN’S SLIPPERS as side line for Georgia 
and Michigan territories. Experienced sales- 
men catering to best department and retail 
trade only. KING SLIPPER MFG. CO., 1160 
Washington St., Boston, Mass. 





Children’s Shoes - Rubber Footwear 


Side Line Salesmen calling on Retail 
Shoe Trade, to carry top notch, qual- 
ity Branded Welt Line Children’s 
Shoes. All Widths; Popular priced; 
From Instock deliveries. Most un- 
usual opportunity for good Shoe 
Salesman or kindred items salesman. 
Men with good contacts and ability, 
may have protected territory. Also 
available complete line of Rubber 
Footwear. Just the items you need 
to increase your income: Sandals, 
Ankle Straps, Sneakers. Commis- 
sions and bonuses. Don’t hesitate— 
apply now. M & S FOOTWEAR, 


1261 Broadway, New York 1, N. Y. 











SALES PROMOTION 


Wanted — a young man having 
special training in Advertising and 
Sales Promotion work. If you are 
seeking an opportunity in this field 
write us a letter giving us your back- 
ground and experience, also salary 
expected. With required qualifica- 
tions a confidential interview will be 
arranged. 


Address Box 561, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











S ALESMAN = MANAGER — Retail Shoe 
Store. Thoroughly experienced fitting bet- 
ter brand of Men’s, Women’s and Children’s 
Normal and Corrective Shoes. Capable of mak- 
ing corrections and adjustments. Vicinity of 
New York City. References. Address #585, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





IDE LINE SALESMEN to carry HIGH 

GRADE Children’s Shoes, Ankle Straps, 
and Sandals. Commission basis, drawing ac- 
count if qualified. State territory. References, 
confidential. Address #497, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
i PE 





SALESMAN 


Well Known Popular Price Hand- 
bag Manufacturer catering to Shoe 
Stores has opening for Live-Wire 
Shoe Salesmen looking for profit- 
able Sideline in the States of New 
Jersey, New York, Ohio, Illinois, In- 
diana, Missouri. Write: CODETTE 
HANDBAG CO., 305 W. Baltimore 
Street, Baltimore 1, Md. 














LINE WANTED 








MANUFACTURERS 


West Coast Shoe Travelers Associates have capable 
salesmen in their organization to represent your 
company. All territories Denver West. If you have 
openings in above territories communicate at once 
with our Association. WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 











OUNG AGGRESSIVE, ‘EXPERIENCED 

SALESMAN in Casuals and Novelties. 
Know the trade and can do large volume in 
New England or New England and New York. 
Address #581, care Boot & Shoe Recorder, 10 
High Street, Boston 10, Mass. 





HELP WANTED 





6 pth oo OPPORTUNITY FOR THE 
RIGHT MAN — In Family Shoe Store 
selling Better Grade, Nationally Advertised 
Lines of Footwear and Hosiery. Man who likes 
to sell and meet people; also enjoys window 
trimming, plan promotions and assist owner. 
Store is located in rich agriculture and industrial 
section of Ohio. Approximately 10,000 popula- 
tion. Write giving past employment record and 
earnings, education, age, family status, present 
position and salary desired in initial letter. 
Replies confidential. Address #580, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
york. 19; #2 
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STORE MANAGERS 
Several Openings in Midwest for 
qualified, experienced, medium size 
Family Shoe Store Managers. Sal- 
ary and bonus. Replies must include 
age, education, experience, marital 
status. 








MILLER-JONES COMPANY 
P. 0. BOX 658 COLUMBUS, OHIO 





YOUNG EXECUTIVE, PRESENTLY EM- 
PLOYED IN BUYER-MANAGER capa- 
city for Shoe Departments in Large Depart- 
ment Store seeks change, with chance for ad- 
vancement. Many years’ experience. Will go 
anywhere. Address #584, care Boot & Shoe 
2. ie 100 ‘East 42nd Street, New York 17, 





URCHASING AGENT, EXPERIENCED, 
Excellent Connections. Immediately avail- 
able. Address #572, care Boot & Shoe Re- 
ed 100 East 42nd Street, New York 17, 





Y QUNG MAN, 37 YEARS OLD, WISHF 

TO LOCATE IN DALLAS OR FT. 
WORTH, Texas, as Shoe Store Manager. 
Connected 10 years with a Chain organization 
in capacity of Manager and District Manager. 
Address #566, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





BUSINESS OPPORTUNITIES 





LARGE, WELL ESTABLISHED MANU- 
+ FACTURER of Ice Skates seeking connec- 
tion with Shoe Factory capable of making a 
complete Line of Hard Toe Hockey, Racing, 
and Men’s and Women’s Figure Skate Shoes. 
Orders placed well in advance of season. Pres- 
ently considering items for 1949 delivery. Ad- 
dress #583, care Boot & Shoe Recorder, 209 
South State Street, Chicago 4, Ill, 








WANTED TO PURCHASE 








FOR SALE 








FOR SALE 
Ladies’ Shoe Store — Western New 
York State—good Lease— Medium 
Priced Shoes — Retail sales over 
$100,000 last year. Must have cash. 
Inventory and fixtures plus $5,000. 


Address Box 559, care BOOT & SHOE RECORDER 





100 East 42nd Street, New York, N. Y. 





EN’S BRANDED, WOMEN’S’ HIGH 

STYLE AND CHILDREN’S SHOES, off 
price. Large or Small lots—for cash. JACK 
WINKEL, 940 Tiffany Street, Bronx 59, 
New York. 





WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOUT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














HAVE ON HAND ONE THOUSAND 
PAIRS of “Duro-Aluminum” Arch Appli- 
ances. Will sacrifice at $1.00 per pair. Will 
sell all or in lots of a hundred pair. Will send 
sample upon request. Address #576, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





For SALE — ONLY SHOE STORE IN 
SUBURBAN Community of 15,000. Estab- 
lished nine years, carrying Nationally Adver- 
tised Family Brands. Owner is retiring. Spec- 
ulators do not answer. Address #574, care Boot 
& Shoe Recorder, 209 South State Street, 
Chicago 4, IIL. 





EN’S SHOE STORE FOR SALE: Fastest 
M Growing City of the Southwest. Fine loca- 
tion; Rent $100 month; 7 year lease. Carry- 
ing fine shoes, New Stock. Population over 
100,000; Mile high, beautiful climate. Wonder- 
ful opportunity -—— half cash, balance good 
terms. Address #573, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
Wi: es 





OR SALE: SHOE STORE, SOUTHERN 
CALIFORNIA Beach Town; Population 
15,000. Clean stock. Lease. Address #565, care 
Boot & Shoe Recorder, 5410 Wilshire Bivd., 
Los Angeles 36, Cal. 





PARTNER WANTED 


PARTNER WANTED IN A GOOD, GOING 
RETAIL SHOE STORE in Jersey City, 
featuring Branded Shoes only. Must have not 
less than $15,000. Nothing for good-will. Address 
#575, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 








HILDREN’S SHOE STORE, Located in 

New York City—preferably Bronx, Man- 
hattan or Brooklyn. Partnership considered. 
Address #554, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 








GET TOP VALUE 


In Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


of Quality Shoes for Men Women and 
Children, 


For Cash 
BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 











Boot and Shoe Recorder 











WANTED TO PURCHASE 





WANTED TO PURCHASE 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 7-7887 














SSSSSSSSSSS8 SSSSS5S 


sTurn Your Surplus Stock; 
*$ $$ Into Cash $$ $5 


CLOSE-OUTS — JOBS — 
$ Complete Stocks — Gov’t 


$ Surplus Footwear — Clothing 


S WELDON SHOE & SLIPPER CO. 


3™ FIFTH AVE. PITTBURGH 19, PA. 
Phone ATlantic 0705 


SSSSSESSESSSESE $SEESSSE 








Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fo 


New York 


BARIS BUYS for C 
o 


Sur Name ard Brand since 1932: 





ASH 
She 


Short Term Leases Assumed 






BARIS SHOE CO., Inc. 


7, A %. 


Tel.: WOrth 2-5180 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 




















TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
Your Name Protected... Write — Wire or Phone 
Reliable Specialists in Fine Shoes for 15 Years 


M. K. WEIL SHOE CO. 


1215 Washington Avenue—St. Louis, 


Mo. Central 4898 














SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-$ 








; TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 
46 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 











Cangemi To Devote His 
Time To Dorina Shoes 


NEW YORK.—Salvatore . Cangemi, 
president of Dorina Shoes, Inc., is with- 
drawing from Cangemi, Inc., it was offi- 
cially announced and will devote all his 
time to the Dorina firm where he super- 
vises all styling and sales, 

Production at Dorina Shoes, Inc., will 
be stepped up from its present 400 daily 
pairage, Mr. Cangemi reported. The 
factory which has a capacity of 1000 to 
1500 pairs daily has been in operation 
for the past two years. 


Louis Pessin Joins 
Kaufman-Straus Co. 


LOUISVILLE, KY.—Louis Pessin has 


June |, 1948 





joined the Kaufman-Straus Co., depart- 
ment store, as buyer of women’s and 
children’s shoes, succeeding Charles 
Gold resigned. * 

Mr. Pessin, was formerly with The 
Fair Store, Kankakee, [I]. During the 
National Shoe Fair, held recently in 
Chicago, Mr. Pessin represented the 
Kaufman-Straus Company. 


New Owner Takes Over 
Hughey Boot Shop 


ELMIRA, N. Y.—The Hughey Boot 
Shop of Watkins Glen was recently pur- 
chased by Carl D. Moore of this city. 
Mr. Moore has had 21 years of experi- 
ence in the retail shoe business and has 
been for the past eight years buyer and 


with shoe concerns in the Binghamton 
area. 

Mr. Moore plans to operate the 
Hughey Boot Shop along the same 
general lines that have made the store 





CARL D. MOORE 


an outstanding retail establishment for 
the past 55 years. Nationally advertised 
branded lines of women’s, men’s and 
children’s shoes will be featured as 
well as men’s work shoes and all types 
of rubber and canvas footwear. 

Mr. Moore’s experience and special 
training along foot health lines and 
corrective fitting will qualify the store’s 
reputation and slogan, “There is no sub- 
stitute for quality and personal serv- 
ice.” 





MERCHANTS’ NEEDS 








L ADVERTISING 





—here's how to get 


More Business! 
HE Vincent Edwards Idea Clipping 


Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manv‘>~‘urers usually want ads 
of competitive brands 

You will find that a study of newspaper 
2d clippings is the quickest and least ex- 
pensive way to keep in touch with what’s 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service 
rganization 
342 Madison Av2., New York City 
Please tell me more about your news- 


paper ad clipping service and special short 
term trial offer. 


I cecesanassashation 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











ROOM 204 





All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
Easy to Use for all types 
of shoe stretching on men’s 
women’s and children’s 


Guaranteed for All Time shoes. 


120 N. MAIN st. ALL PURPOSE SHOE STICK CO. rockroro, inuinois 


SAVE SALES 








International Trade Mart to Open in July 





New Orleans, La.—The International Trade Mart in New Orleans, as it will look 
next July when formally opened to the traders of the world. The modern five-story 
structure features glass-brick walls, windowless, air-conditioned offices and sales 
rooms, and corridors resembling indoor streets on which will open the display rooms 
featuring numerous products moving in foreign trade through New Orleans. 















bs 


Clamp 


Handy, durable clamp for 
displaying pairs in many po- 
sitions. No display stand 
needed. Price per dozen........ 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 











$6.00 








NEW ADJUSTABLE 


Price sm Pony Cure 


remains in 

desired posi- “ 

tion at all for Price Tickets 
times. 


This is an exe 
clusive pat- 
ented feature. 
$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














I. Miller Holds 
Fashion Show 


PHILADELPHIA, PA.—Customers of 
I. Miller, Chestnut Street, were invited 
to a gala evening devoted solely to a 
presentation of new shoes, recently. 
The store was open at 8:30 in the 
evening, and an assembly of footwear 
heralding the Summer season was 
shown. Living models wearing frocks 
from « Walnut Street shop promenaded 
down the long carpeted floor. The idea 
of a rainbow range of colors was 
launched with a line-up of bright 
suedes, kids, fabrics and unusual com- 
binations. 

Twenty-four different changes in 
footwear were shown. Just as important 
a part of the show were the matching 
bags and accessories—white suede bags, 
gold kid and many others which com- 
plemented the shoes shown. Doe-fin- 
ished suede appeared in a host of shades 
and styles with single and double ankle 
straps. Among the new pastel shades 
which were shown in a majority of 
numbers were pearl gray, opal blue, and 
moss green. For women who still insist 
on white for Summer, there were.white 
linen pumps with and without ankle 


straps and unusual combinations. White 
suede was combined with black, navy 
or brown calfskin and gold cobra, For 
evening wear, pale satin shoes and 
blonde satin pumps with matching bags 
were shown. 


Retail Trade Report Shows 
March Sales Were Up 


ST. LOUIS. — The latest retail trade 
report released by the Eighth Federal 
Reserve Bank here, makes clear the 
fact that the early Easter had a most 
positive stimulating effect on retail 
sales in the Midwest and Midsouth. 

Men’s boots and shoes in specialty 
stores, for instance, according to the 
report, jumped 95 per cent in dollar 
volume in March, 1948 over February, 
1948 and were 32 per cent above March, 
1947. Gain for the first quarter of 1948 
over 1947 was 19 per cent. 

In department stores the overall dol- 
lar volume increase for all types of 
shoes in the district for March, 1948 
over March, 1947 was 20 per cent; in 
St. Louis, 8 per cent; in Louisville, 
non-reported; in Memphis 76 per cent; 
in Little Rock 32 per cent. 





Men’s and boys’ shoes and slippers 
likewise were ahead for the same per- 
iod. The figures were: for the district 
25 per cent; St. Louis, 14 per cent; 
Louisville, unreported; Memphis, 26 per 
cent and Little Rock 60 per cent. 

Women’s and children’s shoes also 
were notably ahead in dollar volume for 
this period. For the district the gain was 
31 per cent; for St. Louis 19 per cent; 
for Louisville 54 per cent; for Memphis 
50 per cent, while Little Rock was un- 
reported. 





Spring Merchandise Showing 
Attracts Large Crowd 


CHEYENNE, WYO. — Flory Shoe 
Store recently set up a display of spec- 
tator pumps, sling pumps and sandals, 
and play shoes at the Plains Hotel, here 
as part of a two-day Spring merchan- 
dise showing which attracted over 
12,000 persons. Sponsored by the mer- 
chants’ committee of the chamber of 
commerce, the show was so successful 
that Chairman Charles Eggers, manager 
of Montgomery Ward, said it is planned 
to make it an annual event. 

More than 53 merchants set up dis- 
plays. 


Boot and Shoe Recorder 
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A series of one-minute spot announcements _At present 24 television stations in 17 cities 
—on sound track film—dramatically portray- are in operation. It is expected there will be 
ing the unusual features of Allen Edmonds 50 by the end of 1948. Why not be the first 
shoes is now available for your use ona local in your community to advertise shoes thru 
television show. This film (the first of its the potentially most effective advertising me- 
kind made to advertise shoes on television) dium in existence .. . TELEVISION! Write 
is now being used on WBKB by Maurice L. _for further information about how you can 


Rothschild of Chicago. 





use these new slide films, today! 


Only Allen Edmonds gives you these 
exclusive business-building features 
1. Allen Edmond’s U-Turn Flexibility. 

2. Allen Edmond’s special Nailess Osteopath-ik 
Construction. 

3. Allen Edmond’s unique STOCK PLAN ... 
cuts inventory, multiplies turnover, pyramids 
profits. 

ALLEN EDMONDS SHOE CORPORATION 
Belgium, Wisconsin 
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AUTOMATIC RE-SIZING 


Here’s how it works... automatically! 
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Magic Ticket... 


packed with every pair of Etonic First-in-Fit 
Shoes, gives stock number, size and width. 
Every time you sell a pair, you place the 
ticket in this Etonic Automatic Re-Size Box. 





Each Week... 


you slip the collected tickets in this ready- 
addressed postpaid envelope and drop it in 


the mail to us. 


We Replace... 
your stock direct from the tickets as soon 
as they reach our In-Stock Department. 


We Write Up... 


the order for you, send you a duplicate. 











In A Few Days... 


the numbers you sold are back on your 
shelves! This way — you can turn your stock 
4 or more times a year... we carry your 


reserve stock for you! 


Get Details of... 
Automatic Re-sizing! 
and Big 4 Profit Plan! 


MAIL THIS COUPON TODAY! 


CHARLES A. EATON COMPANY 
Brockton 64, Mass. 


Please send me details of the Etonic 
Big 4 Profit Plan. 


Store 





Buyer 
Address 
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“STORMY BROGUE”... They’re Weather-Sealed! 


An Antiqued Wine Full Brogue Wing Tip Bal Oxford 
Triple Decker . . . seam-caulked like a ship by our exclusive 
Belgian Process ..:.extra weather-sealed with a 12 iron 
rubber cushioning midsole, which prevents water from , 


soaking through the outsole into the insole. It’s one of 
Etonic’s great new styles, with water-resistant qualities offered 
by no other shoe in America! 


ETONIC 
Fast» Jez SHOES 


Nationally advertised BOOTMAKERS FTE 18767 


n Esquire 


MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASS. - Fine Bootmakers Since 1876 
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: aie usly SMEG UACIKS 


are made of 








(Elk-finished Cowhide) 


‘Vaisey-Bristol’s Jumping Jacks are called “soft 
shoes for hard wear” —and rightly so—for they’re made of fine Colonial 
Elk—a leather so pliant, yet so firm it is ideal for toddler shoes. 


Put sturdy quality plus good looks in your baby shoes by using 
Colonial Elk... the preferred leather that’s always easy to work. 


Ine., Boston I1, Massachusetts 


COLONIAL TANNING COMPANY, 
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Vacation Days Ahead! 
More Sales OF GERBERICIES “Sturdy Types” 


HE R E are two examples of 
Gerberich styling. They illustrate 
the comprehensive size run of 
Gerberich-Payne Shoes. 

With them you can sell boys of 
every age from _ kindergarten 
through high school, and assure 
customer loyalty for your men’s 
business in years to come. 


SCOUT STYLE 
No. 922 
Brown Elk ¢ Mocco 
Last © Lined Official 
Cord-on-End Soles e 

Rubber Heels 

Boys’ 1-6 ¢ Big 
Boys’ 644-12 ¢ Widths 
Ato E 


O NE of the most important seasons for boosting volume in 
STYLE No. 2406 _ Boy’s Shoe Selling is the pre-vacation and vacation 
hee Stans Gel teins th period. Each year thousands more boys go away to camp or 

: join up with “day camp” outing groups for active play in the 


ish @ Toby Last ¢ Brown Rubber P ae 
Soles ¢ Bevel Heels country. Properly promoted this out-of-door activity can 


Boys’ 2-6 © Big Boys’ 6% - 11 produce more “sturdy type” business for you. Play programs 

Width A to D require sound shoes to implement their health activities. 
While all Gerberich-Payne Shoes are sturdy and long wearing, 
these two Gerberich-Payne styles are particularly adaptable 
to more rugged vacation life. Be sure you have them in stock 
in strong size runs and in ample time for the long summer 
selling season ahead. 
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